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UNION MUTUAL, one of the first mutual life companys to write 


NON-CAN, still leads the field with the finest 
SICKNESS and ACCIDENT contracts.../!! 


i ss ds BRIEFLY —HERE ARE THE PLANS OOO 2 
| LONG TERM — Issued to Age 50 — Renewable to 60 Limit 


Ist, 31st, 61st or 91st Day Accident — Payable for 10 Years each Claim or Life $ 
31st, 61st or 91st Day Sickness — Each Claim Payable up to 10 Years 
Policy is Non-Cancellabie — Non-House-Confining — Non-Aggregate 


, 
re 


Incontestable — Guaranteed Renewable — Non-Prorating — Retroactive Waiver Monthly Indemnity, 

of Premium after 90 Days of Total Disability Medical Required 
INTERMEDIATE or Short Term — Issued to Age 55 — Renewable to 65 Limit 

Ist, 4th, 8th, 15th or 3lst Day Accident — Payable for 2 Years, 5 Years, each $ 

Claim or Life 


4th, 8th, 15th or 3lst Day Sickness — Each Claim Payable up to 1 or 2 Years 


Policy is Non-House-Confining — Non-Cancellable — Non-Aggregate Monthly Indemnity, 
Incontestable — Guaranteed Renewable — Non-Prorating — Retroactive Waiver Medical Required 
of Premium after 90 Days of Total Disability Above $200 
ACCIDENT ONLY — Issued to Age 59 — Renewable to 70 (One-half Limit 
Benefit if Injured after 65) $ AQ 0 
Ist, 4th, 8th, 15th or 31st Day Accident for 2 Years, 5 Years, each Claim or Life 
Up to $40,000 Accidental Death Benefit Monthly Indemnit 
$500 — Blanket Accident Medical Expense N aa ea - 
Up to $200 per Month Additional for 3 Months — for Travel Accident 


OPTIONAL Up to $12.00 — Daily Hospital or Nurse Benefits (Up to 90 


Days each Claim) 


Up to $300— Surgical Schedule 

Up to $40,000 Accidental Death Benefit 

$500 — Blanket Accident Medical Expense 

Up to $200 per Month Additional for 3 Months — for Travel Accident 


ve naneaeee Union Mutual 


UNDERWRITERS, YOU, TOO, CAN ADD LIFE INSUR ANCE COMPANY 


UNION MUTUAL'S NON-CAN COVERAGES 
TO YOUR SALES KIT. WRITE FOR Home Office PORTLAND, MAINE 
BOOKLET, "MONEY IN YOUR POCKET" Rolland E. Irish, President 


Robert C. Russ, Agency Vice President 
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FOR A JOB WELL DONE! 
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The National Quality Award is a badge of honor. It is recognition of the underwriters’ accomplish- 
ments . . . of the superiority of their standing, their relation to their profession and the excellent 
quality of their salesmanship. Congratulations to these Jeffersonians who are, in the best sense, 
builders of prestige and success for themselves, their company and the industry. 


QUALITY AWARD 


D. L. Alford, Jr. 
David H. Andrews 
£. Frank Andrews 
M. B. Andrews, Jr. 


W. H. Andrews, Jr., C.L.U. 


Edgar W. Arnold 
E. H. Bachschmid 
J. V. Barringer 
Carter A. Bassett 
W. A. Bethune 
W. H. Branch 

W. Lester Brooks 
Troy C. Carroll 
James E. Cashatt 
R. Marshall Clegg 
L. Roy Cloninger 
J. T. Comer, C.L.U. 
T. Barker Dameron 
William H. Daniel 
J. Wendell Davis 
Walter L. Davis 


James P. Deal, C.L.U. 


Walter Den Herder 
Wm. J. Donald 

Leo Douglas, C.L.U. 
J. P. Duncan 
Gurney E. Edgerton 
Alfred P. Farrar 
Robert C. Flemister 
M. W. Fields 
Patrick J. Fogarty 
J.P. Fritts 

Neal Gibson 


Rocky Mount, N. C. 
Statesville, N. C. 
Greensboro, N. .C 
Goldsboro, N. C. 
Greensboro, N. C. 
Harriman, Tenn. 
‘Arlington, Va. 
Norwood, N. C. 
Wichita Falls, Texas 
Charlotte, 'N. C. 
Chapel Hill, N. C. 
Charlotte, N. C. 
Waco, Texas 
Charlotte, N. C. 
Greensboro, N. C. 
Amarillo, Texas 
Gastonia, N. C. 
Goldsboro, N. C. 
Austin, Texas 

Oak Ridge, Tenn. 
Chattanooga, Tenn. 
Knoxville, Tenn. 
San Diego, Calif. 
Dallas, Texas 

El Paso, Texas 
Marshall, Texas 
Fayetteville, N. C. 
Athens, Ga. 
Birmingham, Ala. 
Fayetteville, Ark. 
San Antonio, Texas 
Chattanooga, Tenn. 
Sherman, Texas 


1. W. Gillett 

Carl H. Green 
Randolph S. Griffin 
John B. Hagin 
Felix L. Hargis 
Glenn R. Harper 
Howard C. Harper 
Ed M. Hicklin 

W. Dick Hinton 

C. C. Hooks 
Kermit B. Hunt 
Jefferson M. Jenkins 
Ralph Johnson 

Joe R. Joyner 

C. Gates Kimball 
Harry Laue 

A. Joyner Lewis 
Mills C. Luter 

Tom G. Maxwell 

Al L. Mayberry 

W. A. Meyerhoeffer 
Clay R. Miller 
LeRoy C. Mumme 
Edwina MacGregor 
John L. McCann 
E. M. McEachern 
Wade H. McKinney 
James E. McKnight 
F. V. MeNair, Ill 
Walter L. Nance 

J. H. Norsworthy 
Dorman T. Payne 
Buford T. Pedigo 
James A. Purdy 

C. Frank Radcliff 


WINNERS 1952 


El Paso, Texas 
Birmingham, Ala. 
Rocky ‘Mount, N. C. 
Norfolk, Va. 

Fort Worth, Texas 
New Orleans, La. 
Mobile, Ala. 
Burlington, N. C. 
Greensboro, N. C. 
High Point, N. C. 
Gadsden, Ala. 
Laurinburg, N. C. 
Dayton, Ohio 
Waycross, Ga. 
Charlotte, N. C. 
Fort Worth, Texas 
Jacksonville, N. C. 
Suffolk, Va. 
Hickory, N. C. 
Orlando, Fla. 
Johnson City, Tenn. 
Salisbury, N. C. 
San Antonio, Texas 
Houston, Texas 
Charlotte, N. C. 
Wilmington, N. C. 
Little Rock, Ark. 
Mooresville, N. C. 
Bethesda, Md. 
Concord, N. C. 
Paducah, Ky. 


Nerth Wilkesboro, N. C. 


. Miami, Fla. 
Cleveland, Ohio 
Norfolk, Va. 


Harvey N. Radcliffe 
Elbert S. Reeves 
Wilbur A. Reynolds 
Frank R. Richardson 
A. F. Roberts, Jr. 
Fred Roberts 

M. A. Rosoff, C.L.U. 
Richard F. Ross 
Robert L. Sanders, Jr. 
O. P. Schnabel 

Wm. J. Schnabel 
Clyde T. Shaw 

Frank H. Shinn, C.L.U. 
Stanley Simpson 
Albert Lee Smith 

F. McKey Smith 

P. Lee Smith 

E. Fred Smock 

Fred D. Stallings 
Donald S. Stark 
Stanley Sturm 

Ben L. Tabor 

Joe C. Toffelmire 
Jack Umstead 
Reese B. Walter 

J. A. Webster, Sr. 
J. A. Webster, Jr. 
Ferrell P. Wellman 
Hoke D. White 


James A. White, C.L.U. 


W. H. White 
S. Baxter Wilson 


Now More than a Billion Dollars Insurance in Force! 





Jefferson Standard 
LIFE INSURANCE CO. 


HOME OFFICE © GREENSBORO, N.C. 


Wilmington, N. C. 
Atlanta, Ga. 
Durham, N. C. 
Concord, N. C. 
Lubbock, Texas 
Dallas, Texas 
Philadelphia, Pa. 
Ft. Lauderdale, Fla. 
Memphis, Tenn.. 
San Antonio, Texas 
San Antonio, Texas 
Asheboro, N. C. 
Concord, \N. C. 
Atlanta, Ga. 
Birmingham, Ala. 
Washington, D. C. 
High Point, N. C. 
Louisville, Ky. 
Reidsville, N. C. 
Cincinnati, Ohio 
Greensboro, N. C. 
Harrisburg, Pa. 
Albuquerque, N. M. 
Memphis, Tenn. 
Kinston, N. C. 
Savannah, Ga. 
Savannah, Ga. 
Ashland, Ky. 
Albemarle, N. C. 
Charlotte, N. C. 
Sanford, N. C. 
Florence, Ala. 
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to Charles E. Cleeton, c.1.u. 


i distin guished service to 


° 


life underwriters everywhere. 


ccidental 
Life 


INSURANCE COMPANY ~ OF CALIFORNIA 





HOME OFFICE « LOS ANGELES 











Must 
Restr 
Naf'l 

Beth 


Neec 
Put ¢ 


The 
Underw 
dues unl 
its activi 
the natic 


sion wa 
sitio 
fo. 5 
and whi 
aimed at 
a better 
reasons 
crease it: 
giving i 
service tl 
The tr 
not to f 
$2 dues i 
the feeli 
adopted 
should b 
standing 
that N. 
strenuou: 
to a min 


Gives E 


B.N. 
tor, pre 
down of 
explainin 
and their 

Treasu 
pressed 
mit a bu 
deficit, b 
choice. 

Mr. Be 
ing trade 
should be 
income, t 
is possibl 
plus of hz 
ever, N. 
rently $7: 
the next 
1952-53 b 
738 a ye 
income fo 
was $350, 

Preside 
said—“we 
postpone 

cause 
to any 
to ask.” 
the associ 
the last 1 
members 
sion, “TI b¢ 

(CON' 


lst 
“= 





y 


e& 





lst Day 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 10, 1952 


3 








Restrict Activities 
Nat'l Council Told 


Bethea, Cleeton Cite 
Need, $2 Increase Is 
Put Off By Trustees 


The National Assn. of Life 
Underwriters must increase its 
dues unless it is to severely restrict 
its activities, it was emphasized at 
the national council session Tues- 


day. 

Nearly all of the morning ses- 
sion was given over to a detailed 
exposition of the services N. A. 
L. U. provides for its members 
and what they cost. This was 
aimed at giving council members 
a better basis of understanding the 
reasons why N. A. L. U. must in- 
crease its dues if it is to continue 
giving its members the type of 
service they have been getting. 

The trustees had earlier decided 
not to propose the contemplated 
$2 dues increase this year, it being 
the feeling that while it should be 
adopted this year the membership 
should be given a better under- 
standing of the cost of doing all 
that N. A. L. U. does, despite 
strenuous efforts to hold expenses 
to a minimum. 


Gives Expense Breakdown 


B. N. Woodson, managing direc- 
tor, presented a detailed break- 
down of N. A. L. U. expenditures, 
explaining the reasons for them 
and their value to the membership. 

Treasurer Osborne Bethea ex- 
pressed concern at having to sub- 
mit a budget calling for a $9,550 
deficit, but said there was no 
choice, 

Mr. Bethea said most outstand- 

ing trade associations feel surplus 
should be equal to one full year’s 
income, though some feel that it 
is possible to operate with a sur- 
plus of half a year’s income. How- 
ever, N. A. L. U.’s surplus is cur- 
rently $74,288 and at the end of 
the next year on the basis of the 
1952-53 budget would be only $64,- 
738 a year hence, whereas total 
income for the 1951-52 fiscal year 
was $350,519. 
President Charles E. Cleeton 
said—“we have only asked for a 
postponement of this dues increase 
Cause we felt you were entitled 
to any questions you might care 
to ask.” Mr. Cleeton said he feels 
the association has “grown up” in 
the last 10 or 15 year's. He cited 
membership and activities expan- 
sion. “I believe we are the type of 
(CONTINUED ON PAGE 11) 
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CHARLES E. CLEETON 


Occidental Life of California, Los Angeles, president 
of National Assn. of Life Underwriters 


PRESIDENT’S REPORT 





Cleeton Asks Concentrated 
Building Fund Drive Effort 


The National Assn. of Life Uin- 
derwriters has set $300,000 as its 
goal in the memorial building fund 
drive and every effort will be made 
to get all the pledges in by Dec. 30, 
1952, Charles E. Cleeton, Occi- 
dental Life of California, Los 
Angeles, president of N.A.L.U., 
said in his report at the meeting 
of the national council Tuesday. 
Mr. Cleeton disclosed that $111,071 
has already been subscribed by 
6,029 members. 

“Our members are going to be 
asked to make a gift to us of the 
balance of $189,000 needed, and 
they will give it to us if we go to 
them face to face and ask them to 
have a part in this drive,” said Mr. 
Cleeton. He indicated that part of 
the reason for his confidence that 
the $300,000 goal would be reached 
is that thousands of members have 
never been asked to give anything, 
that being the reason why there 


are still some 300 of N.A.L.U.’s 
associations representing more 
than 15,000 members “that have 
not given one single penny to this 
important project.” 

He said there are about 50 more 
associations where only one or two 
gifts have been made and these in 
large part are from members of 
the Million Dollar Round Table 
who were asked to give at their 
meeting at Bretton Woods and did 
give there but were never asked to 
give at home. 


Cooperation Lacking 


“Tf all our associations had done 
the job, instead of only a few, if 
all our associations had taken this 
as seriously as have some of our 
associations, we would have 
enough money right now to build 
and equip an adequate and modern 
home for N.A.L.U.,” he declared. 

(CONTINUED ON PAGE 18) 


Finances Are Big Convention Topic 
Must Raise Dues or Presiding at Atlentic City Meeting 


Even Opponents Give 
Ear fo Reasons for 
N.A.L.U. Income Boost 


Serious-minded Attitude 
Evident as Atlantic City 
Convention Opens 


By ROBERT B. MITCHELL 


A serious-minded attitude evi- 
dencing the maturity increasingly 
apparent in N.A.L.U. activities in 
recent years is manifest at the de- 
liberations of the annual conven- 
tion of National Assn. of Life Un- 
derwriters at Atlantic City. 

For one thing, N.A.L.U., like 
most individuals these days, faces 
the grim alternative of either 
boosting its income or cutting 
down the scope of its activities. 
Neither horn of this dilemma is a 
comfortable one. 

Taking a lesson from the experi- 
ence with the dues boost of sev- 
eral years ago, however, N.A.L.U. 
leaders are wisely taking the pre- 
caution of showing the members, 
through the national council, why 
they are getting more than their 
money’s worth from N.A.L.U.’s 
many-sided activities and why 
dues should be raised to permit 
N.A.L.U: to move into a still fur- 
ther expanded area of usefulness. 


Serious Attitude Evidenced 


The more serious attitude of the 
members was evidenced in one 
way by the lack of fireworks on the 
part of opponents to the proposal 
to increase the dues, and their 
willingness to listen to the reasons 
for the need for greater income. 
In fact, there is very little hot- 
headedness at any of the sessions. 

Early attendance figures are 
good, though attendance is not 
likely to come even close to setting 
a record. 

Much of the greater prestige en- 
joyed by the agent and the life in- 
surance business today is due to 
the efforts of the five principal in- 
surance service organizations, ac- 
cording to Olen E. Anderson, vice- 
president of John Hancock Mutual, 
who spoke at, the opening session. 
He explained how the operations of 
N.A.L.U., L.I.A.M.A., American 
Life Convention, Institute of Life 
Insurance and Life Insurance Assn. 
of America fit into the life insur- 
ance “industry.” 

The final general session event 
was the American College hour, 
which until this year has been on 
the last day’s program. 

Julian S. Myrick, college chair- 
man, who opened the American 

(CONTINUED ON PAGE 39) 
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Frank H. Devitt 





Albert C. Adams 





Claude C. Jones A. Jack Nussbaum 





Mitchell M. Rosser 


Howard C. Ries 


PROPOSED BY NOMINATING COMMITTEE FOR TRUSTEES OF N.A.L.U. 





Robert L. Walker 


Henry S. Stout 














Mary La Bella 
Is New Chairman 
of W.Q.M.D.R.T. 


A complete review of the past 
year’s activities of the Women’s 
Quarter Million 
Dollar Round 
Table was given 
at its annual 
meeting through 
the reports of 
the various 
| committees that 
have functioned 
through the past 
12 months. Min- 
na Hensley, 
Franklin Life, 
Salina, Kan., 
presided as chairman. Her suc- 
cessor is Mary Le Bella, Manhat- 
tan Life, Los Angeles, who has 
been vice-chairman the past year. 
Mathilda M. Wells, Prudential, 
Detroit, becomes vice-chairman. 
New members of the board are 
Nell Burns, New England Mutual, 
Birmingham, Ala., and Daisy Hy- 
man, Mutual Life, Baltimore. 


Good Gains Reported 


In her report as chairman, Min- 
na Hensley said that during the 
year there has been an increase of 
31 in the membership and the total 
now stands at an all-time high of 
247. She recommended that the 
organization contribute $100 to the 
N.A.L.U. Memorial Building fund; 
that the consolidated report which 
last year cost $432 be reduced in 
size to bulletin form. She reported 
that the project for the production 
of a book designed to be used in 
recruiting women be abandoned. 
She said that the W.Q.M.D.R.T. 
had not been abie to conclude ne- 
gotiations which had been con- 
ducted with A. D. Lange, head of 
Pictorial Publications, Indianapo- 
lis. Her comments and explana- 
tions indicated that the round table 
is in better shape than at any pre- 
vious time. Her recommendations 
were adopted. 


Hear Committee Reports 


The remainder of the meeting 
was devoted to committee reports. 
Laura Benham, Prudential, Niag- 
ara Falls, N. Y., spoke for the reg- 
istration committee. As publicity 
chairman Mathilda M. Wells of- 
fered suggestions to the incoming 
publicity chairman. Florence Mc- 
Connell, John Hancock, Galesburg, 





Mary La Bella 


Ill., spoke of the work done by 
the women’s institute at Purdue 
and recommended a continuance 
of the institute project. Nell 
Burns, New England Mutual, Bir- 
mingham, as program chairman 
unfolded the details of the Tuesday 
meeting and it was announced that 
there would be a demi-tasse hour 
for members and their guests 
Tuesday morning. 

Perhaps the most ambitious ef- 
fort of the organization during the 
past year was the revision of the 
by-laws. The adoption of the new 
by-laws and the discussion accom- 
panying their presentation occu- 
pied most of the time of the meet- 
ing. The revised by-laws were 
adopted unanimously but it was 
pointed out that they did not pro- 
vide for the industrial production 
of the combination agent. 





Wisconsin Cheese Room 
Again Attracts Visitors 


The traditional Wisconsin cheese 
room, featuring aged Wisconsin 
Cheddar and the beverage to which 
Milwaukee owes its fame, is again 
playing to large and appreciative 
audiences. The room number is 
856, Haddon Hall. Co-hosts are Eu- 
gene C. Ebersol, Lincoln National, 
Milwaukee, and Ed Schroder, New 
York Life. Appleton, president and 
administrative vice-president, re- 
spectively, of the Wisconsin asso- 
ciation. 

’ The cheese room was initiated at 
the Milwaukee mid-year conven- 
tion of N.A.L.U. in 1946 by Frank 
G. McNamara, general agent of 
Old Line Life at Waukesha, and 
proved so popular that it has been 
a feature of the annual meetings of 


N.A.L.U. ever since. The room has 
proved a particular boon to insur- 
ance newspapermen whose erratic 
working habits sometimes cause 
them to miss the regular meal-time 
dining room hours. 





Defer Decision on Field 
Underwriters’ Conference 


The National Council of N.A. 
L.U. did not go along with the 
proposal for a “conference of field 
underwriters” which the agents’ 
committee had submitted without 
recommendation. Instead, the 
council went on record as favor- 
ing consideration of the formation 
of an agents’ conference but with 
no action to be taken until next 
year’s convention at Cleveland. In 
the meantime, portfolios covering 
the subject are to be prepared and 
sent to local associations so that 
the delegates can go to Cleveland 
with instructions from their asso- 
ciations on what action to take on 
the formation of an agent’s con- 
ference. It was also proposed that 
the present agents’ committee be 
expanded into more of a forum and 
that its meetings be held later in 
the convention week so that more 
agents could attend. 

as z 

The National Council approved 
the report of the committee of 
women underwriters, of which 
Elsie Doyle, Union Central, Cin- 
cinnati, is chairman, calling for 
dissolution of the committee on 
the grounds that absence of a sep- 
arate women’s committee would 
enable women agents to contribute 
maximum time and effort in the 
interests of all committee activi- 
ties. 








Slate on Which Council Votes Thursday 


Following are the nominees as of Wednesday morning on whom the 
national council will vote Thursday afternoon: 


Nominated by the nominating committee: 
President—David B. Fluegelman, Northwestern Mutual, New York 


City. 


Vice-president—John D. Marsh, Lincoln National, Washington, D. C. 


Secretary—Robert C. Gilmore, Jr., Mutual Benefit Life, Bridgeport, 


Conn. 


Treasurer—Osborne Bethea, Prudential, New York City. 


Trustees— 


Albert C. Adams, John Hancock, Philadelphia. 

Frank H. Devitt, Capitol Life, Denver. 

Claude C. Jones, Connecticut Mutual, Indianapolis. 

A. Jack Nussbaum, Massachusetts Mutual, Milwaukee. 
Howard Cuyler Ries, Equitable Society, Everett, Wash. 
Mitchell M. Rosser, Phoenix Mutual, Boston. 

Henry Stout, John Hancock, Dayton, O. 

Robert L. Walker, Peninsular Life, Orlando. 


All-Time High for 
N.Q.A. Qualifiers 
Reported in 1952 


The committee on conservation, 
with Elmer C. Moore, New York 
Life, Wichita, 
as chairman, re- 
ported that 8,849 
members of 
N.A.L.U.  quali- 
fied for the na- 
tional qual- 
ity award in 
1952. This is an 
all-time high 
and represents 
an increase of 
974 over the pre- 
vious year. This 
is the eighth year since the incep- 
tion of the award and 545 of this 
year’s qualifiers have repeated for 
eight consecutive years. It is noted 
that 2,348 of this year’s qualifiers 
made the grade for the first time, 
List 595 from M.D.R.T. 

It is shown that 595 members 
of the Million Dollar Round Table 
qualified this year and that 977 of 
those qualifying are C.LUs. 
There were 190 women among 
this year’s winners and 88 of those 
are members of the Women’s 
Quarter Million Dollar Round 
Table. It is reported that 2,955 
now hold the five-year award, hay- 
ing qualified for five or more years, 
although not necessarily consecu- 
tively. 

One disappointing fact disclosed 
by an analysis of the applications 
submitted in 1951 and 1952 is that 
2,037 of those who filed last year 
failed to repeat this year. This 
does not necessarily mean that all 
of those failed to make the grade 
as many have indicated that they 
neglected to file an application this 
year. 

Again this year, more agents in 
the combination writing field made 





Elmer C. Moore 


application for the award although 


the special application blank that 
was devised last year to facilitate 
the filing of applications by com- 
bination agents was not used 4s 
extensively as was anticipated. 
There was a slight improvement 
in the percentage (16.6%) of 
NALU’s membership who quali- 
fied this year. Hawaii again led 
with a percentage of 47.6 of its 
membership: qualifying. New Jet 


sey was second with 36.2. New. 


York qualified the largest numbef 
with 861. 
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ration, 


York Nonparticipating Insurance 


Participating Insurance 


Accident & Sickness Insurance 
(Noncan, Guaranteed Renewable) 


Juvenile Insurance 

Special Low Cost Plans 
Flexible Family Income Plans 
Retirement Plans 

Mortgage Redemption 
Impaired Risk Service 

Wide Age Range 

Salary Savings Systems 
Supplemental Term Riders 





A full line of Group Coverage 
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Men Behind the 
Agent Serve as 
Prestige Builders 


Anderson Lauds Five 
Service Associations at 
First N.A.L.U. Session 


Several reasons as to why both 
the agent and the business are en- 
joying greater prestige were given 
by Olen E. Anderson, vice-president 
of John Hancock Mutual Life, at 
the opening session Wednesday of 
the N.A.L.U. Atlantic City meet- 


ing. That he has made a comfort- 
able living in the life insurance 
business during his 3l-year career 
was said by the speaker to be due 


to the efforts of many others be- 
sides himself. 

Five national life insurance or- 
ganizations were characterized by 
Mr. Anderson as “outstanding” and 
described as having made a “price- 
less contribution to our business 
and to our prestige as life insurance 
salesmen.” He listed them as Life 
Insurance Assn. of America, Amer- 
ican Life Convention, Institute of 


Life Insurance, Life Insurance 
Agency Management Assn., and 
National of Life Under- 
writers. 

“There are many other important 
forces which have vitally contrib- 
uted to the building of this pres- 
tige, such as a number of fine insur- 
ance publications and the research 
marketing schools’ among others,” 

(CONTINUED ON PAGE 30) 


Assn. 








Kathryn Garra- 
brant, assistant ex- 
ecutive secretary of 
the Chicago Life Un- 
derwriters Assn.; A. 
G. Joseph, Home 
Life of New York, 
New York City, and 
Joy Luidens, execu- 
tive secretary of the 
Chicago association. 


A Caravan of 
PROGRESS 


is represented in our new Home 
Office Building, 2124 Fourth Ave- 
nue, Seattle 1, Washington. 








From a tiny trickle its flow of progress has in 20 years become a silver stream of security and 
opportunity for both policyholders and representatives, until now under the directions of Chas. 
H. Leber, President, the tributary has reached the main stream, surging with the power of pro- 
tection required of a leading life insurance company. 


National Public Service Insurance Co. 


Chas. H. Leber, President H. A. Thorsvig, Agency Vice-Pres. 




















JOIN—Support Your Local Life Underwriters Assn. 








Davis Outlines 
Practical Training 
in L.U.T.C. Classes 


Luncheon Speaker 
Covers Variety 
of Course Studies 


Speaking at the L.U.T.C. lunch. 
eon on Tuesday, Hubert £ 
Davis, vice-president of the 
Charles B. Knight agency of Up. 
ion Central Life at New York 
City, that com- 
pany’s largest 
agency, outlined 
the objectives 
and some of the 
methods used in 
his and _ other 
L.U.T.C. classes. 
His talk, as he 
putit, “con- 
densed into 13 
minutes the 130 
hours of class 
work and 100 
hours of home work which com- 
prise the L.U.T.C. course.” 

Mr. Davis emphasized that the 
course is “not tuned solely to the 
man who has been in the business 
only for a short while. In my own 
classes,” he said, “I have had one 
life member of the Million Dollar 
Round Table and several whose 
production runs better than $500- 
000 a year. There have been gen- 
eral agents, managers and assist- 
ant managers. A number of men 
have been successful agents for 
many years, including one who 
was in the business long before 
I started. 


All Invigorated, Refreshed 


“Every one of these men has 
been as enthusiastic as any of the 
younger men and all assure me 
they have been invigorated, re- 
freshed, strengthened and fitted for 
still better work in the future. I 
would also like to dispel the idea 
that the course consists of giving 
the students a series of bromides, 
snappy sales talks, gadgets, gim- 
micks and angles which they can 
put into practice the next day.” 





Hubert E. Davis 


Object Is More Sales 


Mr. Davis explained that 
L.U.T.C. accents field performance 
with increased sales as the ulti- 
mate objective. “The course aims 
to build requisite knowledge and 
confidence in life insurance, to el- 
large the agent’s vision, to build 
confidence in himself, to develop 
sales techniques, to give an awafe- 
ness of the more fertile fields that 
are available, though perhaps ut 
tapped. In practice it is a great 
leveling process which gives the 
student a deeper respect for life 
insurance as a whole and for the 
companies of which it is formed, 
together with a healthy apprecia- 
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“If Thad 
it to do 
all over 
again... 


By J. L. W. 
Equitable Representative 


Jim and Mollie Williams invited me to their 
mortgage-burning party last week. Made me 
feel good to know I’d helped them find the 
key to happiness years before they thought 
they would. 








1 GUESS EVERYBODY pushing 50 sits and wonders 
what his life might have been like if he’d gone into 
some other kind of work. As for me, I’d still want 
to be an insurance man. 

Enough money for your own family is one 
measure of success. But helping other people along 
the road of life is equally satisfying. I’ve been 
successful both ways. I’ve managed to make a good 
living for my family, but I’m just as happy over 
giving other families greater security and more 
peace of mind. 

Take Jim and Mollie Williams. Years ago I 
showed them how they could finance a home of 
their own through the Equitable Society’s Assured 
Home Ownership Plan — how it protected them 


LISTEN TO “THIS IS YOUR FBI”... official crime-prevention 
broadcasts from the files of the Federal Bureau of Investiga- 
tion...another public-service contribution to his community 
by The Equitable Society Representative. 

EVERY FRIDAY NIGHT * ABC NETWORK 


One of a series of advertisements illustrating how a representative 
of The Equitable Life Assurance Society serves his community by 
selling life insurance. 





against the two greatest threats to home owner- 
ship—death and hard times. I’ve written a lot of 
those Home Ownership plans, and I’m proud.that 
not one policy holder of mine has ever had a fore- 
closure on his or her home. 

All in all, selling insurance is a mighty satis- 
fying way of life. It’s a job that protects all kinds 
of people from a lot of hard knocks. Gives kids good 
educations. Keeps families together. Helps old 
folks be independent and self-respecting. 

If I had it to do all over again, I’d want to be an 
Equitable man. I’m proud of the respect that’s 
come to me as a member of an honorable profession 
and as a representative of an institution as fine as 
The Equitable Society. 





THOMAS |. PARKINSON, President 
393 Seventh Avenue, New York I, N. Y. 
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J. W. Smither 
Succeeds Spero 
as C.L.U. Chief 


Give Election Results at 
Atlantic City Meeting, 
Page Is Ist V.-P. 


James W. Smither, Jr., general 
agent of Union Central Life at 
New Orleans, was elected presi- 
dent of the American Society of 
C.L.U. in a mail ballot reported 
to the annual meeting of the so- 
ciety at Atlantic City today. 

Mr. Smither was advanced from 
Ist vice-president and succeeds Carl 
M. Spero, New York, president of 
Spero-Whitelaw Co. 

Other officers elected are Ist vice- 


president, Gerald W. Page, general 
agent, Provident Mutual Life, Los 
Angeles; 2nd vice-president, Frank 
Cooper, Southwestern Life, Fort 
Worth; secretary, George Neitlich, 
manager, Metropolitan Life, Ever- 
ett, Mass.; and treasurer, Frederick 





J. W. Smither 


Carl Spero 


W. Floyd, manager, Life of Vir- 
ginia, Philadelphia, reelected. 
New directors are: New Eng- 
land, New York, and New Jersey 
district, Clayton T. Knox, agent, 
Mutual Life, Buffalo; middle east- 
ern district, William B. Hoyer, gen- 


eral agent, John Hancock, Colum- 
bus, O.; middle western district, 
Pendleton A. Miller, general agent, 
New England Mutual, Topeka; 
western district, John R. Barnes, 
agency instructor, New York Life, 
Salt Lake City; southern district 
(full term), William H. Andrews, 
Jr., manager, home office agency, 
Jefferson Standard, Greensboro, 
N. C.; southern district (unexpired 
term), Desaussure D. Edmunds, 
agency manager, Equitable Society, 
Birmingham, Ala. 


Smither’s Background 


Mr. Smither received his C.L.U. 
in 1942 and is a past-president of 
New Orleans Assn. of Life Under- 
writers, the Life Managers Assn. 
of New Orleans, New Orleans 
C.L.U. chapter, and the C.L.U. 
Assn. of the Union Central. He is 
at present New Orleans national 
committeeman of the N.A.L.U. 

Mr. Smither entered the business 
as an agent in his father’s general 

(CONTINUED ON PAGE 36) 








Congratulations 


To the members of the National Asso- 
ciation of Life Underwriters, on the 
occasion of their Sixty-third Annual Con- 
vention, for their continuing and effective 
efforts in advancing the standards and 


scope of life insurance sales and service. 


HOUITABLE 
Life Insurance Company 


OF 


Founded in 1867 in Des Moines 


LOWA 








Myrick Pays Tribute 
fo Founders of 
American College 


Reviews Progress of 
C.L.U. Movement 
in Past 25 Years 


In opening the American Col. 
lege Hour Wednesday, at which 
he presided, Julian S. Myrick, 
college chairman, reviewed its or- 
ganization 25 years ago, after 13 
years of study 
and debate, and 
paid tribute to 
the far-seeing 
and dynamic 
leadership of 
Edward A. 
Woods, first 
president of the 
college, Dr. S. 
S. Huebner, Er- 
nest J. Clark, 
Frank L. Jones 
and other lead- 
ers of that day. 

“We have continued to try to 
build constructively each year so 
that the present and future gen- 
erations may carry on in the tra- 
ditions given us by the founders 
of the college,” he said. “There is 
no saturation point—we are never 
caught up with possibilities, we 
continually need additional funds 
and personnel to carry on our 
work in the college, so we will 
need your help and interest now 
and in the future just as we have 
always had that help in the past.” 

In speaking or the election of 
Dr. Huebner as president emeritus, 
Mr. Myrick said: “It is hoped 
that he will continue to hold this 
position as long as his health and 
strength permit—he has been the 
mainspring of the college before 
and since it was founded. No 
words are adequate to express the 
affection, esteem and respect in 
which he is held by everyone in 
the life insurance fraternity. He 
is a noble leader and long may he 
be with us.” 

He praised highly the work 
done by Dr. David McCahan, who 
was elected to succeed him as 
president, and Dr. David W. Gregg, 
who succeeds to the deanship held 
previously by Drs. Huebner and 
McCahan. 


To Honor First Class 


He mentioned that that night, 
at the conferment dinner, special 
honor would be paid to the mem- 
bers of the first class of C.L.U.’s, 
with 10 of the original group pres- 
ent. In that class were C. Vivian 
Anderson, Cincinnati; H. Lawr- 
ence Choate, Washington, D. C.: 
Maurice B. Cohill, Pittsburga: 
F. C. Dickson, Butler, Pa.; Ted 
Dreyer, Oakland, Cal.; W. Rankin 
Furey, Pittsfield, Mass.; Lara P 
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Good, Bonita, Cal.; Grant L. Hill, 
Milwaukee; H. Loree Harvey, 
Kalamazoo, Mich.; Lisle A. Spen- 
cer, Pittsburgh; F. J. Stevenson, 
Pittsburgh; Maurice S. Tabor, 
Buffalo; Leon A. Triggs, Kansas 
City, Mrs. Marguerite L. S. White- 
hill, Uniontown, Pa.; Leroy N. 
Whitelaw, Newark; Edward W. 





—_ 





Two Hoosiers talk things over at the 
Haddon Hall registration desk: E. A. 
Krueger, director of field service, State 
Life of Indiana, and Orrin Pritchard, 
Union Central, Indianapolis, national com- 
mitteeman from Indiana. 





Woods, Williamsport, Pa.; Law- 
rence C. Woods, Jr., Pittsburgh, 
and Yien Dung, formerly of Shang- 
hai, China, now Hong Kong. 

Four of the 22 are dead: Irvin 
Bendiner, Lowell T. Boyd, Wil- 
liam McG. Duff, and C. J. Wester- 
man. 

“That is a pretty good mortal- 
ity rate,” Mr. Myrick commented. 
“It is my understanding that with 
one exception all of those still 
alive and who are not disabled 
are still in the business. I am 
glad to observe that what hap- 
pened in the first class has carried 
through in succeeding classes—a 
good mortality as to life as well 
as still being in the business of 
life insurance.” 


Results Over the Years 


Since the first class of 22 the 
following has been accomplished: 
Those who have completed the 
entire series of C.L.U. examina- 
tions, 4,786; candidates on the roll 
who have credits for one to four 








Among the early arrivals at the N.A.L.U. 
meeting in Atlantic City: Harry Schultz, 
Mutual Life, Chicago, and Richard Angert, 
Lincoln National, Cincinnati. 








parts of the examination, 6,380; 
additional candidates approved by 
the registration board, 5,330; total 
candidates approved by registra- 
tion board, 16,496. This exceeds 


25% of the membership of 
N.A.L.U. 

Twelve years ago the Huebner 
Foundation was created to encour- 
age and foster insurance education 
at the collegiate level and for de- 
veloping more soundly recognized 
collegiate insurance teachers. As 
a result many colleges and uni- 
versities have life insurance 
courses with something over 
44,000 students enrolled. 


In 1947 the National association 
instituted Life Underwriters 
Training Council and it has had 
remarkable results and does much 
to add to strengthen the work of 
the college, Mr. Myrick said. More 
than 10,000 have taken the courses 
and over 1,000 have completed the 
full two-year course and obtained 
their certificates. There are 
university-sponsored vocational 
schools in life underwriting at 
Purdue and Southern Methodist 


University. “Then, too, the in- 
dividual companies have greatly 
improved and strengthened their 
training for new and old field rep- 
resentatives. So, I believe that it 
may safely be said that the Ameri- 
can College has furnished the lead 
and maintained high educational 
standards and that it gives every- 
one in the life insurance business 
the opportunity of continuous edu- 
cation and training on a very high 
collegiate and professional level.” 





the need was there 


Continental American’s 


“= PECIAL PREFERRED 


POLICY 





is filling it 


he anticipated need was there—the 
need of the “better than average 
buyer” for a larger amount of perma- 
nent protection at the lowest possible 


premium. 





How well the Special Preferred is 
filling this need is evidenced by the en- 
thusiastic way it was received and pro- 
moted by our Field Force and by its 


unusual public acceptance. 


WHY WAS IT SO WELL RECEIVED? 


Because it is the lowest cost policy obtainable per $1,000 effective protection on 


any permanent plan which accumulates full ordinary life cash values! 


Here are the benefits: 


1 Whole life protection for face amount 


2 Guaranteed extra protection of 10% of 


face amount in first year—continuing 


into later years by use of unique divi- 


dend option 


3 Fully paid-up at age 85 
4 Accumulates full ordinary life cash values 


5 Available with all supplemental benefits 


including family income provision 


The new Special Preferred Policy is the result of Continental American’s 


continuing search for better insurance—insurance that provides more pro- 


tection for each premium dollar. It is typical of the quality tradition of 


Continental American which has characterized the Company since its 


founding, and which has resulted in many original ideas for better service 


to clients. Best known of these is the ORIGINAL Family Income Policy 
introduced by Continental American Life Insurance Company in 1930. 


CONTINENTAL AMERICAN LIFE INSURANCE COMPANY 


Wilmington, Delaware 








General Agency Openings in Pittsburgh and Westem Pennsylvania 
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CURIOSITY CLICKS 





How to Rouse Prospect’s Interest and 
Make Him Want to Listen Further 


By LAURA BENHAM 


The title of my brief talk is 
“Curiosity Clicks.” A good title is 
supposed to rouse your curiosity 
and make you want to listen. This 
same description could be applied 
almost equally tell to my entire 
message. I am supposed to show 
you how once inside a prospect’s 
door, you rouse his curiosity and 
make him want to listen further. 

One of the most graphic ex- 
amples of curiosity in history is 





Laura Benham, Prudential, Nia- 
gara Falls, N. Y., emphasized the 
importance of arousing the _pros- 
pects curiosity through thought- 
provoking questions in her talk at 
the Women’s Quarter Million Dol- 
lar Round Table banquet Tuesday 
evening. 





illustrated by Genesis 19. Remem- 
ber this Bible story: “Don’t look 
back,” said Lot to his wife. She 
looked back, and was turned into 
a pillar of salt. In our modern 
vocabulary, Lot’s wife was a 
“rubber-neck.” But Lot, of course, 
was really to blame. If he hadn’t 
said anything, but the conventional 
“Let’s go,’ Lot’s wife probably 


wouldn’t have thought of turning 
and so would have lost her place 
in history. 

Yet one wonders! Maybe Lot 
had more wisdom than posterity 
credits him with. If, for any rea- 
son, Lot didn’t esteem his wife too 
highly as a portable asset, he chose 
with diabolical cleverness his 
method of forever freezing her. 

Curiosity —uncertainty —always 
holds our interest! 

For my part, I believe in asking 
questions, questions that are de- 
signed to tickle the prospect’s cur- 
iosity and get him to realize I 
probably have some information 
that might be valuable to him. 

By making a prospect answer a 
question, you make him far more 
receptive to your story than if you 
make your presentation in a direct 
manner. 


Lists Opening Statements 


One of the simplest ways I have 
found is a statement such as, 
“You are willing to listen to any 
sound plan that will increase the 
value of your property, are you 
not?”; or “May I have your opin- 
ion of a type of work we do?”; or 
“Mr. Jones, there is one kind of 
property that money alone can- 


not buy. Do you know what it 
is?”; or “Mr. Prospect, do you have 
an educational policy for your 
wife?” (You see, if his insurance 
won't provide an adequate month- 
ly income, his wife will have to 
spend some money to train her- 
self to get back on the job.) 

Now, a prospect who is success- 
ful, likes to have people recognize 
it. A question, such as, “You are 
a successful man—tell me, in your 
estate planning, have you used the 
“save and create” or the “create 
and save” method?” will usually 
bring the quick reply, “What do 
you mean?” Does any underwriter 
need more? 

Along about income-tax time, 
try this one: “Mr. Prospect, would 
you be interested in arranging to 
provide some tax-free income for 


your family?” 

For the prospect who could have 
an estate tax problem a simple 
question, “Has your life insurance 
estate been reviewed since April 
2, 1948?”, or “What have you done 
about the double taxation yoy, 
estate may suffer?”, will many 
times bring forth the information 
that it has all been planned, ang 
then you sink or swim, depend- 
ing on whether you can throw ip 
a hooker, such as: 

“Tf you sold me the rights to al] 
your future salary checks, what 
price would you set?” And, “Haye 
you taken steps to turn these 
rights over to your wife, at leasi 
to a partial degree, in case of your 
premature death?” 

A proud new father is full of 

(CONTINUED ON PAGE 27) 





Solomon Huber 
(right), is on hand 
both as a_ general 
agent of Mutual Ben- 
efit Life and as af 
publisher. With him 
are Mrs. Huber and 
William P. Stowe, 
vice-president of 
Farnsworth Publish- 
ing Co. of Mount 
Vernon, N. Y., a, 
Huber enterprise. ~*~ 




























@ Attractive commissions— Bonuses 
Liberal first year commissions plus lifetime renewals. 


@® Sales training and sales aids 
Cooperative sales assistance to the men in the field. 


For details on the Capitol Life expansion program 
in your area, write: 


THOMAS F. DALY II, Vice President 
and Director of Agencies 


“Here's Why I Like 


Capitol Life’s Policy in 
Handling Borderline Risks 


The home office places considerable confi- 
dence in my recommendations on border- 
line insurance risks. This home office co- 
operation makes my sales job easier.” 
Rayburn H. Carrell, Capitol Life Agency Manager 


Fort Worth, Texas 


With Capitol Life you get these benefits: 


@ Prompt underwriting service 
A coordinated underwriting service for the field forces. 


@ Exclusive contracts 


Complete line of policies with competitive rates. 


Available to qualified field underwriters now residing in the 13 Western States. 
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Must Hike Dues or Restrict Activities 


(CONTINUED FROM PAGE 3) 





folks that believe in going for- 
ward,” he declared. 

He said that earlier even with 
a $9,550 deficit in the budget, there 
are a number of types of items that 
should be in the budget but that 
are not there. 

“I feel we should increase the 
allowance of our committees by a 
minimum of $10,000,” he said. 
“First, we could get more material 
out to the members of the com- 
mitees. Second, we would not have 
to ask men and women to serve on 
these committees at their own ex- 
pense.” I have been told by some 
persons that the honor of being 
chairman of a committee calls for 
him to spend his own money. That 
to me is not a very realistic atti- 
tude for any of us to take. Per- 











Two leaders in the American Society of 
C.L.U.: Gerald W. Page, the new vice- 
president, who is general agent of Provi- 
dent Mutual at Los Angeles; and J. Harry 
Wood, professor of management at Wash- 
ington University, St. Louis, and editor of 
the C.L.U. Journal. 








haps it is the right attitude, but 
I must say I don’t agree with it. 
It is not very pleasant for your 
president, whoever he may be, to 
ask a fine man or a fine woman 
not only to give days and days of 
their time but also to have to bear 
the cost which should be dis- 
tributed over 55,000 persons rather 
than borne entirely by one.” 
Regarding Life Association 
News, Mr. Cleeton said a great job 
has been done in improving the 








Richard E. Imig (right), was getting 
congratulations from his many friends at 
the N.A.L.U. meeting but by none more 
warmly than his old friend, Frank G. 
McNamara, general agent of Old Line Life 
at Waukesha, Wis. Mr. Imig has just been 
elected agency vice-president of Old Line. 
He was formerly a member of the N.A.L.U. 
headquarters staff and before that was for 
many years an agent of New York Life at 
Sheboygan, Wis. 


ia. 


magazine. But he said the maga- 
zine is out of balance in that it car- 
ries more advertising as compared 
with reading matter than it should. 

“My personal estimate is that 
there should be at least $10,000 
over and above our present income 
for improving the magazine,” he 
said. 

Mr. Cleeton said that N. A. 
L. U., growing as it is, is very 
wrong in not having a director of 
association activities, a man who 
would give his entire time and ac- 
tivity to improving the services 
rendered in local and state asso- 
ciations, to “pollinate” one asso- 
ciation with the activities of an- 
other. He said such a man should 
be paid at least $7,500 a year. He 
should have a capable secretary 
because he would spend much of 


his time on the road. Travel costs 
would be $4,000, plus about $3,600 
for the secretary’s salary. 

Mr. Cleeton said that for N. A. 
L. U. to be without the services of 
an actuary is folly. He said that 
the accomplishments of N. A. 
L. U. in regard to national serv- 
ice life insurance were largely due 


to having an actuary at the time. 

Mr. Cleeton said it is unfair to 
the managing director to have to 
act also as actuary and director 
of association activities. 

“If you spread this man so thin 
that he loses his effectiveness then 
you are losing the’ value of his 

(CONTINUED ON PAGE 38) 





From the Franklin 
Life: Vice-president 
J. V. Whaley, Mrs. 
Minna Hensley, 
agent at Salina, Kan., 
and chairman of the 
Women’s Quarter- 
Million Dollar 
Round Table; and 
Charles E. Becker, 
Jr., assistant to the 
president. 











Home Office: 


Newark, N. J. Toronto, Ont. 








Canadian Head Office: 


Coca show. 


zines. 


Whois he? ..... 


TOO. 


The Prudential Insurance Company of America 


A mutual life insurance company 


Southwestern Home Office: 
Houston, Texas 





The Man Who Wasn’t There— 


He spent a quiet evening at home with his family — 


YET HE WENT INTO 7,000,000 HOMES THAT 
EVENING through the miracle of television and 
the immense appeal of the Sid Caesar and Imogene 


On Sunday he went swimming — 


YET HIS SALES MESSAGE WAS SEEN IN 31,- 
000,000 HOMES THAT SUNDAY MORNING in 


Sunday supplements and leading national maga- 


HE'S THE PRUDENTIAL AGENT! 


FOR WHERE PRUDENTIAL ADVER- 
TISING GOES— 


THE PRUDENTIAL AGENT GOES, 


Prudential Advertising opens doors — over 40,000,000 of them every 
week from Bangor to San Diego, from Seattle to Miami. 


Prudential Advertising works for Prudential Agents right where it does 
the most good — in the homes of the people in their territory. 


Western Home Office: 
Toronto, Ont. 
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EXTEND CORDIAL GREETINGS TO, THE N. A. L. U. 
63rd ANNUAL CONVENTION. 


Ist Day 


CHICAGO'S LEADING LIFE OFFICES 





A COMPLETE LIFE INSURANCE 
DEPARTMENT AT YOUR DISPOSAL 


LIFE—SUBSTANDARD—WHOLESALE—GROUP 
ACCIDENT AND SICKNESS—HOSPITALIZATION 
GROUP PENSIONS—PENSION TRUSTS 


— TRY US — 


FRED. S. JAMES & CO. 


INSURANCE 


NEW YORK ONE NORTH LA SALLE STREET SAN FRANCISCO 
PITTSBURG Teleph Financial 6.3000 MINNEAPOLIS 
LOS ANGELES ea ees SEATTLE 


CHICAGO 2, ILLINOIS 


a 


> YOUR BROKERAGE AND SURPLUS BUSINESS SOLICITED ¢ 


ALL FORMS OF ORDINARY, GROUP AND PENSION CONTRACTS 
NON-CANCELLABLE ACCIDENT AND HEALTH 


JOSHUA B. GLASSER 


General Agent 
CONTINENTAL ASSURANCE COMPANY 


Illinois’ Leading Life Insurance Company 


39 SO. LA SALLE STREET 


CHICAGO 3, ILLINOIS ® CENTRAL 6-129 














Youngberg-Carlson Co. 


INCORPORATED 


General Agents 
Continental Assurance Company 


Chicago Brokers Find Our Ground Floor Offices Easily Accessible 


Unexcelled Service in All Lines of Insurance 





SAM LELAND, Mgr. 


Life Insurance Dept. 


201 S. LaSalle St., Chicago 4, Ill. 
621 S. Spring St., Los Angeles 14, Calif. 


A. H. WOHLERS, Mgr. 
Health & Accident Dept. 


PAUL W. COOK, c.0 


General Agent 
Lorraine Sinton, C.L.U. 


FRANKLIN LIFE 


Chicago Division 


PROF ITABLE Sales Production Manager 
AGENCY _ 

OPPORTUNITIES MUTUAL BENEFIT 

AVAILABLE LIFE INSURANCE 


COMPANY 
Telephone RAndolph 6-3444 


One North La Salle Street 
CHICAGO 2 


Regional Office 


120 S. LaSalle Chicago 
F. J. BUDINGER, C.L.U. 
Regional Sales Director 














One Stop Service for your Surplus 
and Substandard Business 
If we can't issue it—we will tell 
you who will. 


JOHN W. LAWRENCE, C.L.U. 
General Agent 


JOHN RINKLE 
Ass't Gen'l Agent 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


135 S$. LaSalle St. e@ ANdover 3-1820 
Chicago, Illinois 





MOORE, CASE, LYMAN & HUBBARD 


General Agents 


CO “e adie nee 
0 Bowron Masenenusrrs 


C. T. ROTHERMEL, JR., C.L.U. 


175 W. Jackson Blvd. 
Chicago 


EARL MONTGOMERY 

















LiFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


FERREL M. BEAN 


GENERAL AGENT 
One La Salle Street Building 


Telephone: RAndolph 6-9336 


CHICAGO, ILL. 





H. G. SWANSON 


General Agent 
BOB SWANSON, C. L. U. 


Associate General Agent 


NEW ENGLAND MUTUAL LIFE INSURANCE COMPANY 


Telephone HArrison 7-8090 


3000 Board of Trade Building 
Chicago 4, Illinois 

















The 


| | 


One 




















> 





lst Day 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 10, 1952 13 





— 








THE OFFICES LISTED ON THESE PAGES ARE 
LEADERS IN THE LIFE INSURANCE FIELD IN 
CHICAGO. THEY OFFER THE N. A. L. U. BEST 
WISHES FOR CONTINUED SUCCESS 





NS 


RAYMOND J. WIESE 
AGENCY 


PROVIDENT MUTUAL 
LIFE INSURANCE CO. 


THE 
A. D. CROW AGENCY 


The Lincoln National Life OF PHILADELPHIA 
Insurance Company Founded 1865 
RAYMOND J. WIESE 
Suite 2162 General Agent 


135 S. La Salle Street 
CEniral 6-8013 





Phone FlInancial 6-0915 
One North La Salle St. Bldg. 
CHICAGO, ILL. 














ROCKWOOD S. EDWARDS 







General Agent 


AETNA LIFE INSURANCE COMPANY 
120 SOUTH LA SALLE STREET, CHICAGO, ILLINOIS 
Telephone ANdover 3-1920 








HAMILTON FERGUSON 


General Agent 
OCCIDENTAL LIFE INSURANCE COMPANY 


—— “Brokerage Exclusively” —— 
Suite 2049 135 S. LaSalle St. 


ANdover 3-1883 








DUKE FRANK AGENCY 
STATE MUTUAL LIFE ASSURANCE CO. 


WORCESTER, MASSACHUSETTS 
Ww 
RAYMOND W. FRANK, General Agent 
Xe 


One North La Salle St. DEarborn 2-1404 








W.A. ALEXANDER & COMPANY 
GENERAL AGENTS of 
THE PENN MUTUAL 
Life Insurance Company 


WADE FETZER, JR., C.L.U. 
135 South La Salle Street 
CHICAGO 


JOHN H. SHERMAN 
FRanklin 2-7300 








FREEMAN J. WOOD 
GENERAL AGENT 


LINCOLN NATIONAL LIFE INSURANCE CO. 
208 So. La Salle St. Telephone: CEntral 6-1393 





AN AGENCY WELL EQUIPPED TO 
HANDLE BROKERAGE BUSINESS 











THE LIFE INSURANCE COMPANY OF VIRGINIA 


Richmond, Virginia 
J. J. MILLER, Manager D. A. MEDARIS, Assoc. Manager 
NORMAN J. Le BEAU, Brokerage Manager 


Suite 776 — 208 South LaSalle Street 
ANdover 3-6876 


























THE HUNKEN 
AGENCY 


The CONNECTICUT MUTUAL LIFE 


Telephone: CEntral 6-5700 
One North La Salle Street 


Chicago 





STUMES & LOEB 


GENERAL AGENTS 


The Penn Mutual Life Insurance Co. 
Suite 1525 
ONE LA SALLE STREET BUILDING, CHICAGO, ILL. 
Telephone: RAndolph 6-0560 


@ 
An Agency Especially Equipped to Educate 
and Develop Steady Producers 
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AMERICAN COLLEGE SHIFT 


Huebner President 
Emeritus, McCahan 
Elected President 


Dr. S. S. Huebner, professor of 
insurance at University of Penn- 
sylvania and for many years presi- 
dent of American College, was 
elected president emeritus at the 








S. S. Huebner 


David McCahan 


meeting of the college’s trustees 
Tuesday during the N.A.L.U. rally. 

Dr. David McCahan, also a pro- 
fessor of insurance at University 
of Pennsylvania, was elected pres- 
ident of the college. He has been 
executive vice-president. 

Dean of the American College is 
Davis W. Gregg. He was re- 
elected, as was Julian S. Myrick, 
chairman. Secretary is Joseph H. 
Reese, home office general agent 
of Penn Mutual; treasurer, Sewell 
W. Hodge, treasurer of Provident 
Mutual Life; counsel, Robert 
Dechert of Barnes, Dechert, Price, 
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Myers & Rhoads, Philadelphia. 


The following trustees were re- 
elected for three-year terms: J. 
Stanley Edwards, general agent 
Aetna Life, Denver; Chester O. 
Fischer, vice-president Massachu- 
setts Mutual; M. Albert Linton, 
president of Provident Mutual; 
Clarence B. Metzger, 2nd _ vice- 
president of Equitable Society; Dr. 
McCahan; Henry E, North, vice- 
president Metropolitan Life, and 
Charles J. Zimmerman, managing 
director of L.I.A.M.A. 

Exofficio members of the board 
are Messrs. Dechert and Hodge, 
Carl M. Spero, independent, New 
York City; James W. Smither, Jr., 
Union Central, New Orleans, and 
Gerald W. Page, Provident Mutu- 
al, Los Angeles, as the immediate 
past president, president and first 
vice-president respectively of 
American Society of C.L.U., and 
Stanton G. Hale, vice-president of 
Mutual Life, because of his con- 
nection with L.I.A.M.A. 





r 





Seated here are Mrs. Elsie Doyle, Union 
Central, Cincinnati, chairman of the women 
underwriters committee of N.A.L.U., and 
Mrs. Laura Benham, Prudential, Buffalo. 








JOSEPH H. CLEMENTS 
President General Agents Section 
Crown Life Club 


S. E. LEIWANT, C.L.U. 


{ Member Miliion Dollar Round Table 


MORRIS-DALY ASSOCIATES 








THE NEW JERSEY LIFE ASSOCIATES INC. 


STATE AGENT FOR NEW JERSEY 


CROWN LIFE INSURANCE CO. 


At Your Service 
M. DICKSTEIN, President 


General Agents 


ALFRED J. BERNSTEIN 


COMPLETE BROKERAGE 
AND 
REINSURANCE FACILITIES 


THe Crown LIFE 


HOME OFFICE: TORONTO, CANADA 
1180 RAYMOND BLVD., NEWARK 2, N. J. 
Over $950,000,000 Insurance in Force 


R. J. MORAFF 


Vice President General Agents Section 
Crown Life Clu 


A. J. WOHLREICH 


Member Million Dollar Round Table 


FRISS NICHOLL & CO. 


MITCHELL 2-2083 

















Life Underwriters Place 
DISABILITY INCOME 


in the 


MASSACHUSETTS INDEMNITY 


INSURANCE COMPANY 


Because 


It 1s Non-Cancellable, Guaranteed Re- 
newable and Incontestable. 


It is available in flexible units of $10.00 
monthly. 


It pays after 7, 14, 30 or 90 days of dis- 
ability from sickness, and from first day 
for accident (optional). 


It pays additional income during hos- 
pital or nurse care. 


It provides a schedule of Surgical oper- 
ations. 


It is designed as Permanent Guaranteed 
Protection. 


It provides premium waiver during dis- 
ability. 

It provides a grace period of 31 days. 
It combines most advantages of the old 
disability clause with modern, compre- 


hensive Disability Income Protection 
on a legal reserve basis. 


It entails vested commissions under a 
contract direct with the Company. 





Your inquiries are most welcome. 
Branch Offices in most leading cities. 


Home Office — 654 Beacon Street 
Boston 15, Massachusetts 
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Se ba ) 
THE 
NATIONAL UNDERWRITER 








ON HAND 


Training Courses 


Accident & Health 
Casualty and Surety 
Essentials of Life 
Underwriting 
Property and 
Allied Lines 


Monthly Magazines 


Accident & Health 
Review 

Life Insurer 

Insurance Exchange 
Magazine 


Bulletin Services 


Accident & Health 
Bulletins 

Diamond Life Bulletins 

D. L. B. Agent’s Service 

Fire, Casualty & Surety 
Bulletins 


aN. 
oe oe 
BEANS eres SARIS OREO G CREEL 
een eee ae Biers 


for all N.A.L.U. members 


our H an d — in heartiest congratulations! 


our Mat —__in sincere Welcome before our exhibit 


(the spot where old and new friends get together) 


our Mark — indicating Quality and 


Service wherever you see it! 


TO GREET YOU 


Weekly 
Newspapers 


The National 
Underwriter 
(Fire and Casualty 
Edition) 

The National 
Underwriter 
(Life Edition) 


Other Services 


Argus Fire Chart 

Argus Casualty Chart 

Estate-o-Graph 

Little Gem Life Chart 

Unique Manual 

Time Saver (Accident 
& Health) 

Underwriters Hand- 
Books for 32 States 

Books on all Insurance 
Subjects 





E. H. Fredrikson James T. Curtin 


“All-Ways of Service to the Insurance Business’’ 


Fic NATIONAL UNDERWRITER CO. 


420 EAST 


FOURTH STREET @e CINCINNATI 2, OHIO 
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DOWNTOWN AGENCY 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 


Home Office — Newark, N. J. 
EUBANK & HENDERSON, Managers 


40th Floor—40 Wall Street, New York 5 
Digby 4-0040 


rrom NEW YORK 


GENERAL AGENTS & MANAGERS 


GREETINGS avo... 





























LOUIS REICHERT 


General Agent, Life Dept. 


TRAVELERS INSURANCE COMPANY 
45 JOHN STREET, NEW YORK 
Tel. RE 2-7282 


FRANK S. GROH, Manager 








it Day 


— 


10 J 








: 








SAMUEL D. ROSAN AGENCY 
INC. 


General Agent 
S. D. Rosan, Pres. 
H. J. Rosan, V. Pres. 
a 
CONTINENTAL 
ASSURANCE COMPANY 
76 WILLIAM STREET NEW YORK 5, N. Y. 
WHitehall 3-7680 























JOHN H. EVANS 


Manager 


HOME LIFE INSURANCE COMPANY 
110 WILLIAM ST., NEW YORK 38, N. Y. 
REctor 4-9480 




















M. L. CAMPS WHEELER H. KING, C.L.U. T 
General Agent ee b) 
an 
Associates THI 
a LIF 
ak = COMPANY + " = 
tt ny NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
Suite 1701, 110 E. 42nd St., New York 342 MADISON AVE. NEW YORK 17, N. Y. 149 Broad 
MUrray Hill 6-4445 MUrray Hill 7-5560 
RALPH ENGELSMAN KI 
General Agent 
| THE 
THE MUTUAL BENEFIT LI 
PENN MUTUAL LIFE INSURANCE COMPANY 
LIFE INSURANCE COMPANY 
ARTHUR V. YOUNGMAN 
11 WEST 42nd STREET NEW YORK 18, N. Y. Cone: ane Harry K 
ene A 136 BROADWAY, NEW YORK CITY 
REctor 2-8666 
CAMPBELL & DEMAREST O. A. KREBS » THE 
General Agents enietilt Rens 
MANHATTAN LIFE INSURANCE 
COMPANY a 
Complete Brokerage Service AETNA LIFE INSURANCE COMPANY TH 
JUdson 6-2370 151 William Street, New York 38 — 
120 West 57th St. New York 19, N. Y. REctor 2-7900 
LAMBERT M. HUPPELER THE BRAGG AGENCY n 
AGENCY JAMES ELTON BRAGG, C.L.U. 
General Agent 
ROBERT L. G. WHITE, Brokerage Manager 
- THE GUARDIAN LIFE INSURANCE 
COMPANY OF AMERICA L 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY ° ion 
527—Sth AVENUE, NEW YORK 7, N .Y. on rene preg tng ae N.Y. 
MUrray Hill 7-0800 GRamerey 3.2100 
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» ATLANTIC CITY 


CONVENTION OF N. A. L. U. 


BEST WISHES! 






















































































































THE FRASER AGENCY L. W. SECHTMAN 
? of General Agent 
THE CONNECTICUT MUTUAL is 
LIFE INSURANCE COMPANY 
AETNA LIFE INSURANCE COMPANY 
7 SECURITY MUTUAL LIFE INSURANCE 
Lincoln Building 60 East 42nd Street : 
500—Sth AVE. NEW YORK 17, N. Y. 
Y. 149 Broadway, N. Y. 6 1440 Broadway, N. Y. 18 New York CHickering 8-830 
BArclay 7-9300 MUrray Hill 2-0200 BURTON J. BOOKSTAVER, General Agent 
“al 
KRUEGER & DAVIDSON DAVID A. CARR AGENCY, _ Telephone MURRAY HILL 2-4500 
AGENCY INC. DAVID MARKS, JR., C.L.U. 
THE NORTHWESTERN MUTUAL P| General Agents 
LIFE INSURANCE COMPANY = 
; i CONTINENTAL ASSURANCE , 
386 h 
New You COMPANY NEW ENGLAND MUTUAL 
Harry Krueger, C.L.U. Walter S. Davidson 1780 BROADWAY AT 57th STREET LIFE INSURANCE COMPANY 
: General Agents NEW YORK 19, N. Y. JUdson 6-4660 17 E. 42nd STREET NEW YORK 
> THE WEINGARTEN AGENCY GEORGE P. SHOEMAKER HAROLD S. SCHLESINGER, C.L.U. 
Lewis E. Weingarten Genetal Agent General Agent 
General Agent 7 a 
a PROVIDENT MUTUAL COLUMBIAN NATIONAL 
THE FIDELITY MUTUAL LIFE LIFE INSURANCE COMPANY LIFE INSURANCE COMPANY 
INSURANCE COMPANY OF PHILADELPHIA Sth. dunleeiniy Dees 
26 COURT STREET BROOKLYN 2, N. Y. 111 JOHN STREET NEW YORK 38, N. Y. 33 WEST 42 STREET NEW YORK 18, N. Y. 
TRiangle 5-8450 WOrth 4-4151 PEnnsylvania 6-1922 
L. I. LESTER PSs 
r General Agent Se =a - 
. THE LEE NASHEM AGENCY 
MUTUAL TRUST OF DASCIT UNDERWRITERS, INC. 
LI THE MUTUAL BENEFIT 
FE INSURANCE COMPANY LIFE INSURANCE COMPANY a sianae pees uall MatiP 
COrtlandt 7-6030 BILL BEERS EMANUEL WINSTON 
45 JOHN STREET NEW YORK CITY Brokerage Manager Director of Training INSURANCE COMPANY 
MURRAY HILL 5-5087 Stanley H. Blau 
ce 110 EAST 42ND STREET NEW YORK Associate General Agent 
| oe du: Meee: Maliteu: this tities ah 75 Fulton St. N. Y. 38, N.Y. BEekman 3-1548 
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Asks Cemuaditenna Building Fund Drive 


(CONTINUED FROM PAGE 3) 





Mr. Cleeton agreed, at the trus- 
tees’ request, to continue to act 
as chairman of the trustees’ com- 
mittee to complete the building 
fund drive. He besought every 
member to give all possible assist- 
ance at the local level toward 
completing the drive by the year- 
end. He emphasized the need for 
personal rather than mail cam- 
paigns. 

“When this drive was first start- 
ed, we made the statement that it 
was a face-to-face request, that it 
would be necessary for committees 
to be formed in various local asso- 
ciations to call on and explain the 
need to the various members,” he 
said. “Many of our associations 
have done a magnificent job of fol- 
lowing directions. However, there 
are many associations, and some of 
them are large associations, where 
the cards were mailed out, in other 
words, where the job was attempt- 
ed by mail. 


Needs Personal Contact 


“Ladies and gentlemen, I sub- 
mit to you that there are two 
things that cannot be done by re- 
mote control. One is to make love 
and the other is to raise money. 
It takes personal contact to do 
either one properly and I sincerely 
hope that when we go home this 


personal contact will be the num- 
ber one issue of every association.” 

As soon as the drive is com- 
pleted, said Mr. Cleeton, the asso- 
ciation will have plans drawn and 
look for property on which to build 
the future home of N.A.L.U. 

Mr. Cleeton exhibited artist’s 
sketches of possible building de- 
signs. He made it clear, however, 
that they were sketches and not 
architect’s drawings; also, that no 
location has been selected. 


Gives Stand on 213 


Discussing section 213 of the 
New York insurance law, Mr. 
Cleeton said that while no one can 
guarantee the outcome of the pres- 
ent deliberations looking toward a 
revision of the New York expense 
limitation laws, “it is felt by all 
that we are nearing a solution to 
our problems.” 

Mr. Cleeton reviewed the his- 
tory of efforts to get section 213 
liberalized, recalling that it was 
the first objective of his adminis- 
tration “to steadfastly pursue our 
aim and hope of bringing about 
the passage of enlightened legisla- 
tion in New York which will cre- 
ate modern and realistic limits on 
expense and compensation.” 

Mr. Cleeton said that although 
efforts at the 1952 legislative ses- 


sion ended in a stalemate, never- 
theless, “out of our continuing ef- 
forts to obtain reasonable commis- 
sion increases for our members by 
replacement or change in section 


213 in the New York law has come 
an understanding attitude on the 
part of the companies, N.A.LU, 
and the insurance ne of 
(CONTINUED ON PAGE 2 





The Indiana contingent was jubilant at the success of “Miss Indiana” 








in winning 


the first runner-up spot in the “Miss America” beauty contest finals. She is shown here 
with some of the Indianapolis delegation. From the left, Hastings Smith, New England 
Mutual, president of the Indiana association; Miss Indiana (Ann Garnier of Indianapo- 
lis) ; Claude Jones, Connecticut Mutual, Indianapolis, candidate for N.A.L.U. trustee, 
who is national committeeman from Indianapolis, and Oren Pritchard, Union Central, 


Indiana, national committeeman. 








to the 1952 NALU Convention 


from CAL-WESTERN’S 


egy LHONTRES!” 


“The Company that 
puts the ACCENT 
on TRAINING!” 


ALFRED E. GAUMER 
Life Member. 








GRANT TAGGART 
Life and 1952 Qualifying 
Member. Past Chairman, 


Million Dollar Round Table 
and Past President, NALU. 





R. BRUCE PARKER 
1952 Qualifying Member. 





BRYAN C. STANGLE 


Life and 1952 Qualifying 
Member. 





J. J. HALLAHAN 
a 1952 Qualifying Member. 


California-Western States Life Insurance Company 


HOME 


OFFICE: 


SACRAMENTO 














ACA 


1122 
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SAN FRANCISCO Salutes the 63rd Convention of 
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N. A. L. U. 





H. KENNETH CASSIDY, C.L.U. 


General Agent 


PACIFIC MUTUAL 
LIFE INSURANCE COMPANY 
DOuglas 2-7700 


660 Market Street San Francisco 5 








ROBERT G. WALL 


Manager 


THE UNION CENTRAL LIFE 
INSURANCE COMPANY 


EXbrook 2-0082 


582 Market St. San Francisco 4 








Brokerage or Surplus 


GREAT-WEST LIFE 
ASSURANCE COMPANY 


Great-West Life Agency, Inc. 


333 Montgomery Street, San Francisco 4 








SWETT & CRAWFORD 


Pacific Coast Managers 
UNION MUTUAL LIFE 
INSURANCE COMPANY 


CHARLES H. BIESEL, C.L.U. 
Mgr.—Life Department 


SUtter 1-4400 
100 Sansome Street San Francisco 4 


EDWARD E. KELLER 


Manager 


RELIANCE LIFE INSURANCE CO. 
of Pittsburgh 


DOuglas 2-1834 
105 Montgomery St. San Francisco 4 


MARK BARICHIEVICH 


General Agent 
OCCIDENTAL LIFE INSURANCE CO. 
HARRY FREEMAN, Agency Manager 
DOuglas 2-2912 
625 Market Street — San Francisco 5 








S. C. MARTIN 


General Agent 
NATIONAL LIFE OF VERMONT 
Telephone 2-1942 


1 Montgomery St. — San Francisco 4 


J. A. BERTRAND 


General Agent 


BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 
YUkon 2-5366 


210 Post Street San Francisco 


CHARLES S. BROWNING 


Manager 
ERIC W. ASHLEY, Brokerage Supervisor 


THE CANADA LIFE ASSURANCE 
COMPANY 


YUkon 2-4868 


58 Sutter Street San Francisco 4 











WILLIAM H. DUNKAK, C.L.U. 


Manager 


ACACIA MUTUAL LIFE INSURANCE CO. 


YUkon 2-5942 


635 Russ Building San Francisco 4 


D. M. BROVAN — C. D. BROVAN 


Managers 


UNITED BENEFIT LIFE 
INSURANCE CO. 


YUkon 2-4200 
One Eleven Sutter — San Francisco 4 


J. DENNY NELSON 


General Agent 
AETNA LIFE INSURANCE CO. 


Telephone YUkon 2-4040 
220 Montgomery St. — San Francisco 4 








RAYMOND DESTON, C.L.U. 


General Agent for Northern California 


DOuglas 2-7910 
1122 Russ Bldg. San Francisco 4 





W. B. CHRISTENSON 


Branch Manager 
"BING" FRANKLIN, Brokerage Manager 
OCCIDENTAL LIFE INSURANCE 
COMPANY 
DOuglas 2-0817 
300 Montgomery St. San Francisco 4 


F. J. VAN STRALEN, C.L.U. 


General Agent 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


Telephone GArfield 1-3866 








One Eleven Sutter St. San Francisco 4 
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SUB-STANDARD and S(PL 


Earl H. Weltz & Company is a separate 
Organization — operating independently of all 
Life Insurance Companies— applying the 
"Lloyd's of London" idea to the Life Insurance 
Business. 


We are not in the employ of any Company 
but represent many Companies as general 
agents. Because of the broad scope of cover- 
age, provided by these Companies collec- 
tively, we are equipped as a Life Insurance 
Clearing House, to furnish to every man in the 
Life Insurance Business no matter where 


located — 


A UNIVERSAL SERVICE 





First Year and Renewal Commissions are paid and guaryjteed to yo 


EARL H. WELIZ | 


LINCOLN LIBERTY BUILDING -!- 


Telephone: h “house 6. 
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SWPLUS LIFE INSURANCE 


Our specialty is Extra Risk or Sub-Standard 
Life Insurance. For large cases, either standard 
or sub-standard, we can supply the surplus 
amount required beyond your own Company's 
retention.. We are not in competition with 
your own Company but we would like to work 
with you on risks which they do not accept — 


or on surplus. 


Each Company we represent has been care- 
fully analyzed and selected on the basis of 
character and proved ability of management, 
financial strength, high earning power and 


sound underwriting. 


! guaryjteed to you by the Company issuing the Policy Contract 


TZ & COMPANY 


k “thouse 6-714] 


PHILADELPHIA, PA. 









22 NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 10, 1952 


Ist Day 











The ready acceptance of the Berkshire “Centennial” Accident 
& Health policy — for business and professional men — is the 
result of building into an A & H policy unique features which 
make it exceptionally attractive and saleable. Agents handling 
this quick-selling select risk policy have almost an ‘exclusive’ 
... very few companies have anything to match it. Compare 
the “Centennial” and you'll quickly see why it is outstanding 
as a commission-maker! * * * * * * 


sFor Illustration: 
SICKNESS BENEFITS 


Income for total disability for 2 years, confinement not required. 
%* Income for total disability thereafter, while confined—even for life. 


ACCIDENT BENEFITS 


% Income while totally disabled — even for life. 
Income for 6 months while partially disabled. 
Dismemberment and Loss of Sight schedule. 
Physicians’ expenses for non-disabling injuries. 
Accidental Death provision. 


OPTIONAL BENEFITS 


Hospital, Surgical and Medical Benefit Riders 
may be included at additional cost. 


NARS REESE viele Es matt Sa a See 





BROKERS AND SURPLUS WRITERS are invited to write 
to the nearest Berkshire General Agent for FREE copies of the 
handy pocket-size Merchandise Chart which lists the many 
unusual sales opportunities offered by this Company. * * * 









q THE “CENTENNIAL” IS ONLY ONE OF OUR FIVE VERY ATTRACTIVE A & H POLICIES 














We Hope You are Very Happy 
With Your Present Company 
and Will Stick With 'Em 


BUT 


If You Have Made Up Your Mind 
To Make a Change 

WE WOULD LIKE 

TO TELL YOU 

WHAT WE HAVE 


LIFE — ACCIDENT — HEALTH 


GREAT EASTERN MUTUAL 


HOME OFFICE 


Second Floor — Boston Building 
DENVER, COLORADO 
V. L. TICKNER, President 



































Asks Speed Up On 
Building Fund 


(CONTINUED FROM PAGE 18) 





New York augurs well for the 
future. 

Referring to the formation of a 
virtually industry-wide committee 
under the leadership of George L. 
Harrison, chairman of New York 
Life, Mr. Cleeton noted that for 
the first time N.A.L.U. was given 
representation on this type of com- 
mittee, its representatives being 
Managing Director B. N. Wood- 
son, Spencer L. McCarty, Provi- 
dent Mutual, Albany, chairman of 
the N.A.L.U. compensation com- 
mittee and executive secretary of 
New York State Life Underwrit- 
ers Assn., and Frank Wenner, 
general agent of Connecticut Mu- 
tual, Utica. 

Mr. Cleeton said that it is the 
N.A.L.U.’s belief and hope that 
out of the committee’s delibera- 
tions will come an agreement with 
the New York department that 
will permit remedial legislation 
that will make it possible for the 
companies which desire to do so to 
increase the compensation of their 
field forces. 

“The change in section 213 to 
bring relief to our members, re- 
lief as far as their commissions 
are concerned was our number one 
objective a year ago and I am sure 
that it will continue to be the num- 
ber one objective of this associa- 
tion until relief is obtained,” Mr. 
Cleeton declared. 





HITS SOCIALISM 





Discussing social security, Mr. 
Cleeton called the social security 
system “the first big step taken by 
the United States toward a social- 
ized state.” 

“It should be the sacred duty 
of each of us as good citizens as 
well as good life insurance men to 


discuss this problem face to face 
with our representatives in Wash. 
ington, D. C., and to emphatically 
impress them that we as Citizens 
and as an industry are opposed to 
further socialization or further ep. 
croachment of government into the 
life insurance business,” Mr. Clee. 
ton declared. 

“In fact if we are to remain, 
free people it is our duty as citi. 
zens to oppose any encroachment 
of federal government on any bug- 
ness and we should be as vocal as 
possible in our demands _ that 
states’ rights be held inviolate ang 
that government, whether federal] 
state, county or city, be operated 
honestly, efficiently and economi. 
cally to the end that the American 
dollar be returned to its position 





es 


Membership of 54,402 
Is an All-Time High 


Discussing membership, 
Mr. Cleeton said that the 
scoreboard shows that 
N.A.L.U. had 2,100 more 
members June 30, 1952, than 
a year earlier, the all-time 
high figure of June 30 being 
53,270. Moreover, the mem- 
bership as of Sept. 3 stands 
at 54,402 which is not only 
the highest figure for Sep- 
tember that N.A.L.U. has 
ever had, but is the highest 
figure in the entire history of 
N.A.L.U. In this connection 
he paid particular tribute to 
the membership committee 
headed by Trustee Harry 
Syphus. 





of respect in the market places of 
world commerce. 

“This we have a right to demand 
as good citizens. But we have a 
further obligation to demand this 
protection for those millions of 
beneficiaries who'll receive billions 
of dollars of life insurance money 
in the years ahead. This obligation 
we owe to these policyholders who 








Three prominent Philadelphians: Vernon Phillips, Occidental Life, N.A.L.U. pro- 
gram chairman; H. Sheridan Baketel, Union Central, and Albert C. Adams, John 


Hancock, N.A.L.U. trustee candidate. 
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Jace their trust in us and to whom 

we have sold in the past and to 
whom we will sell in the future. 
Therefore, I say, let us be vocal, 
let us be courageous, let us fight 
for those who place their trust in 
life insurance through us. This 
effort if carried out completely 
could be one of the great contribu- 
tions of the National Assn. of Life 
Underwriters to the future, not 
only in the industry but in the 
country as a whole.” 

On National Service Life insur- 
ance, Mr. Cleeton said, “Our in- 
surance protection to our armed 
forces while they are on active 
duty is without cost to them what- 
soever and any persons disabled 
are given the very best of care 
ossible and without one penny of 
cost.” At the same time, he point- 
ed out that “it is not our duty to 
encourage subsidized insurance, 


gratuities, bonuses, gifts or grants 
to able-bodied ex-servicemen, sim- 
ply because they performed their 








XUM 


duty by bearing arms in defense 
of their country in time of war.’ 

qualification 
major 


Discussing agent 
laws, another of N.A.L.U.’s 











Relaxing in a rolling-chair at the board- 
walk: Mr. and Mrs. Leroy Garrabrant, of 
Asbury Park, N. J. Mr. Garrabrant, an 
agent of New York Life, is a former 
N.A.L.U. trustee. 








objectives, Mr. Cleeton said that 
during the past year most of the 
legislatures were not in session 
but much good preliminary work 
has been done toward getting 
agent qualification laws passed in 
the future. 

In states where N.A.L.U. has 
unsuccessfully attempted to obtain 
legislation requiring examination 
it has learned much. The most 
valuable lesson is that remedial 
legislation cannot be _ obtained 
without the help of the companies 
domiciled in these states. 


Seek to Improve Agents 


Almost all companies, regard- 
less of their size, are striving to 
raise the professional skills and 
public acceptance of their repre- 
sentatives, and if these local com- 
panies are invited to meet and 
counsel with state committees of 
underwriters associations, these 
problems can and will be worked 
out to the best interest of all par- 
ties concerned. 

“We shall,” he said, “continue to 
seek cooperation of all local com- 
panies and insurance departments 
until every state of the union re- 
quires an examination for a new 


licensee to the end that the public 
will be protected and the prestige 
of the underwriter be raised to its 
rightful level.” 

As to N.A.L.U.’s objective of 
upholding the agency system and 
oposing the sale of life insurance 
through savings banks and oppos- 
ing the distortion or violation of 
sound principles of group insur- 
ance, Mr. Cleeton said that for- 
tunately there has been no attempt 
to expand the sale of S.B.L.I. 
during the last year and N.A.L.U. 
hopes there will not be any fur- 
ther such advance. 

“Our group life insurance prob- 
lems have not been so simple, he 
said. “During the year just past 
New York repealed its limitation 
on group insurance so that no legal 
limit may be placed now on a 
single life in that state. 

Group Big Threat 

“Your president has long felt 
that the greatest threat to the 
agency system in our business to- 





day is group insurance,” he said, 
adding that unless it is carefully 
and thoughtfully handled it could 
become a Frankenstein monster 
that may destroy the agency sys- 
tem.” 

“There is definitely a social and 
an economic need for group insur- 
ance—and this social and economic 
need must be covered by private 
enterprise or it will be covered by 
government” Mr. Cleeton said. 
“Companies which write group in- 
surance, and their number is in- 
creasing, I am sure, feel much the 
same about the problem as we do 
in N.A.L.U. but the unprecedented 
expansion of group creates many 
new problems. 

“To arrive at sound conclusions 
and sound results, we at N.A.L.U. 
created a special group committee 
headed by our _ vice-president, 
David B. Fluegelman, and_ re- 
quested the American Life Con- 
vention and Life Insurance Assn. 
of America also to appoint similar 


committees, the joint committees 
to sit with us and study the entire 
matter.” 

Mr. Cleeton expressed gratifica- 
tion that the meetings that have 
been held and said, “I am sure the 
able men comprising these com- 
mittees will find a solution to the 
group problem which will be sat- 
isfactory to all parties concerned 
and I feel certain that in years to 
come we will be proud of the fact 
that N.A.L.U. took the initiative 
in this extremely important mat- 
ter.” 


Too Few Voters 


Discussing service to the nation, 
Mr. Cleeton said that “it is an in- 
dictment of the American people 
when we realize that although the 
population of this country has 
been steadily increasing in num- 
ber persons going to the polls for 
Presidential elections have de- 
creased materially during the last 

(CONTINUED ON PAGE 26) 





in the United States whose age is 90 years or more. 


of Columbia. 

















remained a youthful organization . . . that it has the ability to adapt itself to the ever- 


changing times . . . that it faces the years ahead with assurance and confidence 


e Over 94 years of successful insurance under- 


writing. 


e Assets over $132,000,000 — financial sta- 


bility second to none. 


e Over 725 million dollars of life insurance in 


force. 


MONUMENTAL LIFE 


INSURANCE COMPANY 


HOME OFFICE e 


service indicates that although Monumental Life is old in years, it has 


CHARLES & CHASE STREETS 





e Every one of our 57 branch managers was 
formerly one of our agents. Our policy of 
promotion from within 
tunity for men with abili 


e Our record of accomplishment is a monu- 
ment to our men in the field. 


Monumentat LIFE is one of the few life insurance companies 


It has grown from 


modest size to an organization with 57 branch offices located 


A bu. years 


in 42 cities throughout 13 States and the District 


Over the years, Monumental 


holders promptly and faithfully. 


and ser vice This record of growth and 


"gaa an oppor- 
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CHARLES L. J. FEE GENERAL AGENCY 
Charles L. J. Fee, General Agent 


MP ah INSURANCE COMPANY 
SOSTON, MASSACHUSETTS 


Cliff Dancer, Brokerage Mgr. 


MAdison 6-5601 
530 W. Sixth St. Los Angeles 14 














WALTER S. PAYNE AGENCY 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
Western Home Office: Los Angeles, Calif. 
Assistant Managers 
Hal E. Rudolph—Ray Minner—Carl W. Kotter 
TUcker 6251 


210 W. 7th Street Los Angeles 14 








THE A. C. KRAUEL AGENCY 
A. C. Krauel, General Agent 


PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 
TRinity 9501 


523 West 6th St. Los Angeles 14 
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GREETINGS reom LOS ANGELES 


The General Agents and Managers of a Growing City 





































































































T. R. (BOB) MACAULAY CHARLES E. CLEETON HAMMOND & CRAIG J 
General Agent AGENCY General Agents 
AETNA LIF ion Ew 
STATE keep kaa OCCIDENTAL LIFE INSURANCE aa Len E 
hiaaeianaiian a COMPANY O'BRIEN SAWYERS, Asst. General Agent TH 
= - » Asst. General Agen 
sunlnienst, or ST a gins Robert B. Ogden, Jr Associate Gen. Agt ee? slides, dee oe 
“Specializing in Service to Brokers” 530 West Sixth Street Los Angeles 14 810 S. Spring St. Los Angeles 14 
STANLEY J. NEUMAN ROY RAY ROBERTS HOWARD E. NEVONEN | 
General Agent General Agent Emeritus General Agent 
CONTINENTAL ASSURANCE CO 
COMPANY STATE MUTUAL LIFE ASSURANCE WASHINGTON NATIONAL 
TRinity 6356 COMPANY INSURANCE COMPANY 
“Agency & Brokerage Service” 
Life and Nen-Conssilable Disability Wiheter 7204 MAdison 6-6774 
510 West Sixth St. Los Angeles 14 5678 Wilshire Blvd. Los Angeles 36 1105 Wilshire Blvd. Los Angeles 17 601 So 
ALBERT L. JASON J. C. SCHAEFER, C.LU. W. W. STEWART | unto 
Manager gency Manager ° | 
GREAT-WEST AGENCY, INC General Agent | 
THE PRUDENTIAL INSURANCE . : 
Pere an GREAT-WEST LIFE ASSURANCE INSURANCE COMPANY 
Herman Haas — Ernest T. Plummer — Joseph Kniaz COMPANY TR 
MAdison 6-8791 & inity 0361 
MAd 6-8237 
609 South Grand Ave. kee Amgeiee 3 609 South Grand Ave. Los Angeles 17 510 West Sixth St. Los Angeles 14 3450 
THE N. J. NELSON 
NORTHWESTERN MUTUAL LIFE we GE 
INSURANCE COMPANY — MANAGER — ARTHUR E. KRAUS, C.L.U. 
+ Southern California Department General Agent MA 
JOHN R. MAGE, C.L.U. RELIANCE LIFE INSURANCE 
Gunna adie F COMPANY OF PITTSBURGH PACIFIC MUTUAL LIFE 
TRinity 3821 York 1144 INSURANCE COMPANY | 
609 South Grand Ave. Los Angeles 17 6336 Wilshire Blvd. Los Angeles 36 ; 609 Se 
f 
BRUCE R. GILBERT howe’ November iy 1952 timed & Some sano ee THE UNION CENTRAL LIFE T. G. 
and Associates builders and our 32 an: oon -ese F ‘coal oc INSURANCE COMPANY 
é coe R. Gilbert, General Agent THE JOHN W. YATES AGENCY Heo E. a ee 
acific Mutual Life Insurance Company John W. Yates and Robt. L. Woods, General Agents George Alvord, Brokerage Manager M 
ARizona 9.3709 Massachusetts Mutual Life Insurance Co. Southern California and Arizona 
Suite 210-215 1007 Broxton Ave. DUnkirk 1-3181 MAdison 9-3661 
Los Angeles 24 2601 Wilshire Blvd. Los Angeles 609 S. Grand Ave. Los Angeles 17 600 S 
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jo THE N.A.L.U. ar ATLANTIC CIY 


Salute the 63rd Annual Meeting of a GROWING ORGANIZATION 

















THE HAYS AGENCY 
Rolla R. Hays, Jr., C.L.U., General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


Harold P. Morgan, Ass’t. Gen. Agent—Brokerage Service 
Charles C. Nalle, Ass’t. Gen. Agent—Pension Planning 
Harry S. Watkins, Manager—Agents Training 


MAdison 6-5881 
Suite 512, Statler Center—900 Wilshire Boulevard 
Los Angeles 17 








WALTER STOESSEL 
AND ASSOCIATES 


Ralph L. Chambers 
Brokerage Dept. 


James H. Stoessel 
Brokerage Assistant 


NATIONAL LIFE OF VERMONT 
MAdison 9-1461 


609 S. Grand Ave. Los Angeles 17 








FRED A. McMASTER, C.L.U. 


General Agent 


THE OHIO NATIONAL LIFE 


INSURANCE COMPANY 
1122 Wilshire Boulevard Los Angeles 17 


MAdison 6-4439 











JACK WHITE AGENCY 


Jack White, C.L.U., Manager 
Scott Russell, Tom Kilgore, C.L.U., Jerry Muller, C.L.U., 
Len Elhardt, John Konner, Bob Morris, Bob Creighton 
Assistant Managers 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
5657 Wilshire Blvd. Los Angeles 36 
WEbster 3-8211 


William G. Dodd, C.L.U. S. A. Bushell 
WILLIAM DODD, BUSHELL ASSOCIATES 
General Agents 
CROWN LIFE INSURANCE 
COMPANY 


TRinity 2383 
649 South Olive St. Los Angeles 14 


“Specializing in Brokerage’’ 


THE PENN MUTUAL LIFE 
INSURANCE COMPANY 


TRinity 2215 
Eleven Eleven Wilshire Boulevard, Los Angeles 17 














WALTER G. GASTIL 
Manager Southern California 
CONNECTICUT GENERAL LIFE 
INSURANCE COMPANY 
Hartford, Conn. 


Richard A. Balue, Assistant Mer. 
Don Withrow, Brokerage Mer. 
Byron D. Williams, Group Mgr. 


601 So. Kingsley Drive Los Angeles 5 


GEORGE A. LANDIS 
State Manager 
THE FRANKLIN LIFE INSURANCE 
COMPANY 
Springfield, Illinois 
MAdison 6-6211 


649 South Olive St. Los Angeles 14 


Richard M. Grosten Agency 


General Agents 
Irving Orland, Brokerage Mer. 


THE MANHATTAN LIFE 
INSURANCE COMPANY 
of NEW YORK 
Michigan 8228 


215 West 5th St. Los Angeles 13 














UNION MUTUAL LIFE INSURANCE CO. 
— Swett & Crawford — 
Pacific Coast Managers 


CYRUS G. SHEPARD, Manager 


Life, Accident & Sickness Dept. 
Carl Hensenflow, Asst. Mgr. 
John C. Russell, Jr., Group Mgr. 


DUnkirk 1-3211 


3450 Wilshire Blvd. Los Angeles 5 


THE E. A. ELLIS AGENCY 


E. A. Ellis, General Agent 
M. E. Thompson, Assistant General Agent 
Joseph F. Tudor, Field Director 
Leslie L. Grubin, Field Director 


PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 
DUnkirk 8-6151 


612 South Shatto Place Los Angeles 5 


LEISURE, WERDEN & TERRY 
AGENCY 


— “Brokerage Exclusively” — 


OCCIDENTAL LIFE INSURANCE 
COMPANY 


MAdison 6-4161 
Suite 323, General Petroleum Bldg., Los Angeles 17 








GEO. N. QUIGLEY, JR., C.L.U. 


Branch Manager 


MANUFACTURERS LIFE INS. CO. 
Ed. Linsenbard, Brokerage Mgr. 


MAdison 9-2556 


609 South Grand Ave. Los Angeles 17 


LLOYD W. HUMMEL 


General Agent 


BANKERS LIFE INSURANCE 
COMPANY OF NEBRASKA 


MAdison 6-4433 


609 South Grand Ave. Los Angeles 17 


GERALD W. PAGE, C.L.U. 


General Agent 


PROVIDENT MUTUAL LIFE 
INSURANCE COMPANY 


Telephone: Trinity 3151 


530 W. 6th Street Los Angeles 14 








T. G. Murrell W. L. Murrell 
MURRELL BROTHERS 


General Agents 


MUTUAL BENEFIT LIFE INS. CO. 
Dunkirk 8-2121 


600 South Harvard Los Angeles 5 











RICHARD H. THORNE 


Manager 


AMERICAN NATIONAL INSURANCE 
COMPANY 


MAdison 6-4121 


5th Floor, 816 West 5th St. Los Angeles 17 








WILLIAM H. SIEGMUND 


General Agent 


CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 


Vandike 6151 


Suite 701, 609 S. Grand Ave. Los Angeles 17 
































The way American United figures it, there is enough 
for a man to worry about nowadays, without adding 
sales pressure to all the other things pushing him. 
Not only that, but we discovered that folks work 
better in a relaxed atmosphere, when they are being 
helped instead of pushed. 

This help consists of recognizing human values, 
meeting the problems of the field with understanding, 


volume, designing practical sales tools a man can 
actually use, inviting suggestions from men on the 
firing line—and acting on them. To put it another 
way: “being small enough to be human”. 

As you know, American United IS small enough 
to be small and big enough—on its 75th birthday in 
1952—to enjoy the advantages of bigness, too. 
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AMERICAN UNITED LIFE INSURANCE COMPANY 


HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST. 


INDIANAPOLIS, INDIANA 








Home-Guard Fits BOTH 


Both to you and to your customers, Home- 
Guard Insurance brings important advantages. 
From your viewpoint, there’s a big advantage 
in mortgage loan insurance that is optional with 
each customer. From the customer’s standpoint 
it makes real sense to cover the mortgage loan 
with life insurance at such reasonable cost. 
It is entirely logical that Old Republic should 
be the company to develop this improved Mort- 








gage Loan policy. Through the past twenty 
years, Old Republic has become the largest 
company specializing in life insurance on Con- 
sumer Credit, serving over 2,000 finarcial 
institutions. 


OLD REPUBLIC 


CREDIT LIFE INSURANCE COMPANY 
James H. Jarrell, Pres. CHICAGO, ILLINOIS 








Cleeton Gives 
President's Report 


(CONTINUED FROM PAGE 23) 





two elections.” He contrasted es- 
timates of ballots being cast by 
only 51% of the persons eligible 
to vote as compared with vastly 
greater majorities in European 
countries and Japan. He urged 
that everyone register and vote 
and beyond that see that those per- 
sons with whom members come 
in contact, either as friends or pol- 
icyholders do likewise, “to the end 
that our representation in the 
White House and in Congress may 
be the representation of the ma- 
jority of the eligible voters of this 
country. If enough of the people 
vote the result is bound to be a 
good result.” 


BUDGET RESUME 


Dealing with the N.A.L.U. bud- 
get, Mr. Cleeton said that the asso- 
ciation was able to operate within 
its budget and add $7,800 to sur- 
plus. 

“Everyone in the official family 
of N.A.L.U. deserves great credit 
for this accomplishment, for it 
must be remembered that our bud- 
get at the beginning of the year 
showed only a margin of $305 
over and above estimated ex- 
penditures,” he said. 

He added, however, that there is 
little or no chance for N.A.L.U. 
to continue to operate in the fu- 
ture as it has in the past within 
its present income. For example, 
during the last year the association 
was without the services of an 
actuary, which in Mr. Cleeton’s 
estimation are sorely needed. It 
was also without the service for 
most of the year of anyone to co- 
ordinate the activities of the local 
associations and handle member- 
ship operations at national head- 
quarters. N.A.L.U. was forced to 
curtail travel of the headquarters 
staff, the officers, committee chair- 








man and trustees to a minimyp, 
and many of the committees Op- 
erated at some personal expeng 
to chairmen and members. 

“Our surplus has dwindled yea 
after year until today it stands 9 
approximately 70% of what it was 
in 1945 and even at that time jt 
was not a surplus that was suff. 
cient for an organization of oy, 
size,” he said. “No association as 
great as ours should be in tha 
financial position and I sincerely 
hope that in the near future steps 
will be taken to remedy this cop. 
dition once and forever.” 

Mr. Cleeton said that as he 
traveled around the country lag 
year and visited the boards an 
local associations he has _ been 
asked by leaders many times why 
'N.A.L.U. did not adjust its dyes 
structure to a realistic level. He 
expressed the personal belief that 
the membership wishes N.A.LU. 
to continue to do the kind of job 
that it has been doing and he be. 
lieves most of them are willing to 
give the financial support needed 
for the job. 

At the same time, he said that he 
appreciated that some members 
are fearful of any adjustment in 
dues and expressed the same fear 
several years ago when dues were 
adjusted upward $1 a year. On 
this point he reminded his hearers 
that N.A.L.U. has continued to 
grow in membership ever since 
and added, “Our big mistake on 
our last adjustment was that we 
didn’t adjust dues in proportion 
to costs of operations—and to the 
objectives of this association.” 

Stressing the reluctance of the 
N.A.L.U. board to spend money 
without ample justification, Mr. 
Cleeton said that, for example, 
during his service on the board, 
he had seen the trustees vote down 
N.A.L.U.’s request to pay the rail 
fare of the members of the board 
to mid-year and annual conven- 
tions on two occasions and then 
accept the members’ directive un- 

(CONTINUED ON PAGE 37) 








A trio that hasn’t missed many conventions in recent years: William C. Coogan, 


executive director of the Boston and Massachusetts associations; and Philip B. Hobbs | 








and Robert R. Reno, Jr., both of Equitable Society, Chicago. Mr. Hobbs is a past 


president of N.A.L.U. 
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HOW TO RAISE PROSPECT'S INTEREST 


(CONTINUED FROM PAGE 10) 





Jans for that wonder child of his, 


and the question, “If I had an 
idea that held even a small chance 
of helping your son along the road 
to success, Mr. Jones, would you 
be interested in hearing it?’, or 
“Which do you want your daugh- 
ter to fill out when she’s a senior 
in high school—an application for 
Wellesley, or an application for 
Woolworth’s?”, will bring a quick 
response and a ready ear. 

For Mr. Prospect himself, tell 
him: “Mr. Jones, to provide a ter- 
minal income to take the place of 
terminated earning power is one 
of the major problems of life. Does 
your savings or retirement plan 
include a self-completing clause in 
the event you should lose your 
health?” “Do you know how much 
pension your present life insurance 
will pay you at age 657”, or, “I 
know you realize, Mr. Jones, that 
while dollar wages have been go- 
ing up, the dollar’s wages have 
been going down. Have you con- 
sidered what that means to your 
own retirement plans?” 

Enough to Retire 

If he won’t listen to you any 
other way ask him, “How many 
years have you been working? lf 
you save as much in the next 20 
years as you have in the past 20, 
will you have enough to retire 
on?” 

Doctors, dentists and lawyers 
who have been in service and who 


put you off with the statement 
that their insurance has already 
been programmed, will pick up 
their ears if you ask “How much 
social security will your family re- 
ceive?” They actually may have 
some coming. 

All doctors fear disability, and 
they listen if you ask, “Do you 
know you can have your life in- 
surance arranged in such a man- 
ner that you will not have to pay 
premiums if you lose your health?” 

And, because they too want to 
take it easier some day, ask, 
“When fewer patients come 
through that door, will you have 
an income to supplement your 
professional fees? 


Obvious Questions 


Many situations present obvious 
opportunities. Take as an illustra- 
tion, a new clinic recently opened 
by two doctors. A call on the 
younger one brought a_ tour 
around the clinic and an introduc- 
tion to the associate. They proud- 
ly told me they had each invested 
$12,500 in the project. The obvious 
questions were: 

1. What will happen if one of 
you should die before the return 
on this investment is fully real- 
ized? 

2. Should your family inherit 
your interest in the clinic, what 

(CONTINUED ON PAGE 34) 





Accident © Annuities © Hospitalization © 


OUR PRODUCTION 


eof 








IN BOTH LIFE AND A&H 
DEPARTMENTS BECAUSE .. . 


We are using our popular 4 in 1 PLAN to open and 
close the tough ones—it combines LIFE, ACCIDENT, 
HEALTH & HOSPITAL IN 
PACKAGE—Most prospects need ONE or ALL 4— 
Chance for a sale is 4 to 1. 
VESTED RENEWALS FOR BOTH LIFE 
AND A & H 


Wholesale Group © Life © Mortgage Loan 


IS EXPANDING 


ONE COMPACT 








B. Taylor, vice president. 


EXPANSION with us. 


© Health © Accident © Hospitalization © Health @ A 









PLANNED EXPANSION 


Our expansion plans have created exceptional openings for 
several additional regional supervisors. Our supervisors are 
compensated with salary, expenses, and incentive bonuses, re- 
sulting in better income for producers who can qualify. Posi- 
tions open in Missouri, Kansas, Oklahoma, Iowa, Nebraska, 
Minnesota, North and South Dakota. For information write— 


There ARE opportunities with this good growing company. 
Our regional supervisors agree there is a real opportunity for 


NATIONAL FIDELITY 


fi say avd 


W RALPH JONES Arececond 
KANSAS City 6, MISSOURI 
Thirty-Seventh Year of Faithful Service 

Accident © Annuities © Hospitalization ©® Wholesale Group © Life © Mortgage Loan 
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as MEN 
among MILLIONS 


Pacific Mutual salutes you, Officers and Members 
of the National Association of Life Underwriters, 
for your long-continuing and constructive contri- 
bution to the progress of Life Insurance. 


As representative of the outstanding “Men among 
Millions” who comprise your Million Dollar Round 
Table membership, Pacific Mutual nominates — 


CHESTER ASHFORD, McFarland, California: 
Life and Qualifying Member M.D.R.T.; President Pacific Mutual 
Big Tree Club, and National Production Champion 1952. 


R. EARL DENMAN, Cincinnati, Ohio: 
Life and Qualifying Member M.D.R.T.; Vice President Pacific 
Mutual Big Tree Club; National Production Champion 
1932, 1937, 1940, 1942, 1945, 1946, 1949, 1950, 1951. 


ROBERT A. BROWN, Los Angeles, California: 
Life Member and Past Chairman M.D.R.T.; 
Pacific Mutual National Production Champion 1925, 
1926, 1929, 1930, 1931, 1936. 


ABRAM L. GELLER, Houston, Texas: 
Life Member M.D.R.T.; 
Pacific Mutual National Production Champion 1934, 1943. 


EUGENE I. RAPPAPORT, C.L.U., Chicago, Illinois: 
General Agent; Life Member M.D.R.T. 


E. WALTER ALBACHTEN, Detroit, Michigan: 
General Agent; Qualifying Member M.D.R.T. 
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LIFE INSURANCE COMPANY 


HOME OFFICE—LOS ANGELES, CALIF, 


Doing business through General Agencies 
in 41 states and the District of Columbia 
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THE MACCABEES 


Metropolitan Agency 


60 EAST 42nd ST. NEW YORK CITY 
MU 2-1630 




















RUSSELL E. LARKIN 


Manager 


CONNECTICUT GENERAL LIFE 
INSURANCE CO. OF HARTFORD 


225 BROADWAY, N. Y. 7, N. Y. 
REctor 2-6633 








EDWIN J. ALLEN 
HAROLD G. PRATT 


General Agents 


JOHN HANCOCK MUTUAL 
LIFE INSURANCE COMPANY 


225 BROADWAY BArclay 7-1070 


NEW YORK, N. Y. 











reom NEW YORK 


GENERAL AGENTS & MANAGERS 


GREETINGS avo... 





THE SCHMIDT AGENCY 
a 


NEW ENGLAND MUTUAL 
217 Broadway 
New York 
WOrth 4-3800 














JOS. D. i oo AGENCY 
INC. 


THE TRAVELERS INSURANCE CO. 
Guaranteed Low Cost Life Insurance 


M. Goldstein 
Assoc. Manager 


Saul Rosenstein 
Manager 


110 William St. — WO 2-5800 














A. J. JOHANNSEN and ASSOCIATES 


NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


136 Greenwich St. 
Hempsted, N. Y. 


74 Trinity Place 
New York 























THE JULIUS M. EISENDRATH 
AGENCY 


THE GUARDIAN 
LIFE INSURANCE COMPANY 


1800 Empire State Building 
New York 1 
CHickering 44400 














WM. L. Perrin & Son, Ine. 


General Agents and Underwriters 


CONTINENTAL ASSURANCE 
4 COMPANY 


Perrin Building 


75 Maiden Lane New York 38, N. Y. 


“A Friendly Office” 














C. W. SABIN, Manager 
THE JOHN STREET AGENCY 


CONNECTICUT GENERAL LIFE 
INSURANCE COMPANY 


55 JOHN STREET NEW YORK 38, N. Y. 
WOrth 4-6060 
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» ATLANTIC CITY 


CONVENTION OF N. A. L. U. 


BEST WISHES! 
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BERKSHIRE 
LIFE INSURANCE COMPANY 


921 Bergen Avenue 
Jersey City 6, N. Y. 
Jersey City 
JOurnal Sq. 4-1724 
New York 
REctor 2-4540 


Newark 
MArket 2-2242 








HOEY AND ELLISON LIFE 
AGENCY INC. 


WALTER W. CANNER, President 


EQUITABLE LIFE INSURANCE CO. 


OF IOWA 
118 William St., 38, N. Y. BA 7-4800 
129 Church St., New Haven 8-4114 





Loads of Success to N.A.L.U. in 1952 
HAROLD N. SLOANE, C.L.U. GEN. AGT. 


Gruber Lynch & Sloane 
CONTINENTAL ASSURANCE 


111 JOHN STREET NEW YORK 38, N. Y. 
BEekman 3-4545 





























JAMES F. MacGRATH, JR. 


General Agent 


THE UNITED STATES LIFE 
INSURANCE COMPANY 


84 WILLIAM STREET NEW YORK 38 


HAnover 2-7865 








ROSWELL W. CORWIN, C.L.U. 


General Agents 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


150 BROADWAY NEW YORK 38, N. Y. 
BEekman 3-6620 


20 Years of Service to Brokers 


DAVID T. HERSCH 


General Agent 





SECURITY MUTUAL LIFE 
INSURANCE COMPANY 


15 East 40th Street New York 16, N. Y. 
ORegon 9-3533 























THE SULLIVAN AGENCY 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
of Philadelphia 


ARTHUR L. SULLIVAN EDWARD J. EMMET 
General Agent Supervisor 


1107 William Street New York 38, N. Y. 
WHitehall 4.5926 


RAYMOND F. THORNE, C.L.U. 


General Agent 
tI 


Over 100 Years of Security and Service 


BERKSHIRE LIFE INSURANCE CO. 


225 BROADWAY N. YX. 7, Nee¥. 
Phone: BArclay 7-3836 

















THE CHARLES B. KNIGHT 
AGENCY, INC. 


General Manager 
a 
THE UNION CENTRAL 
LIFE INSURANCE COMPANY 
225 Broadway New York 7, N. Y. 


CHARLES N. BARTON, Pres. 
PAUL S. RANCK, Ch. of Bd. & Treas. 











WILLIAM A. ARNOLD, Il 


General Agent 





MUTUALJLIFB INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 


161 William Street, New York 38, N. Y. 
WO 4.2367 


HOWARD D. FONZ, Brokerage Manager 
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New York state 
association stalwarts 


Men Behind the Agent Are Praised 


(CONTINUED FROM PAGE 6) 





at the convention: 
Spencer L. McCarty, 
Provident Mutual, 


secretary of the New tions.” 
York state associa- 
tion; W. Merle 
Smith, Mutual Life, 
Buffalo, 


state group, and 
Stanley C. Collins, 
Metropolitan Life, 
Buffalo, 
trustee. 








Home Friendly Insurance Company 


OF MARYLAND 





great. 


such straws.” 
Refers to A.L.C. 


tin, and Lee Shield,” Mr. Anderson 
said it is essentially a service or- 
ganization which accomplishes 











68 Years of Progress 


Industrial and Ordinary Life Insurance 


things that ultimately create a bet- 
ter climate for life insurance selling. 

“In its activities, A.L.C. touches 
all phases and all branches of our 
business and coordinates them, to 
the end that complete integration 
is the inevitable result,” he ob- 
served. “You and I, as salesmen, 
are just bound to profit from its 
diligent pursuit of better methods 
and better operation of all phases 
of our business. A.L.C. joint com- 
mittee work with other national 
organiaztions has stamped it as one 
of the most vigorous of the field 
men’s champions.” 

The real public relations job of 
our business, Mr. Anderson noted, 











GREETINGS TO THE ATLANTIC CITY CONVENTION 
FROM NEWARK GENERAL AGENTS AND MANAGERS 





J. BRUCE MacWHINNEY 


General Agent for New Jersey 


LIFE INSURANCE COMPANY 
oF Boston. SETT! 


MASSACHUSETTS 


9 Clinton St. Newark 


MArket 3-2610 


WILLIAM H. FOREMAN 


Manager 
New Jersey Agency 
of 
Mutual Benefit Life Ins. Co. 


744 Broad St. Tel. Mit 2-6100 
Newark 2, N. J. Room 1001 





C. VERNON BOWES 


General Agent 


BOWES and JOSEPH 
New England Mutual Life 


Insurance Company 


1180 Raymond Commerce Bldg. 





Newark 2 





WILLIAM R. BEARDSLEE AGENCY 


L. E. Groell, Brokerage Manager 


THE NATIONAL LIFE INSURANCE CO. 
Newark 2, N. J. 


Raymond Commerce Bldg. 
MArket 3-2930 








he said. “However, today I will 
Albany, executive speak only of these five organiza- 


As to Life Insurance Assn. of 
America, the speaker remarked that 
immediate Bruce Shepherd and his associates 
past president of the 4t the headquarters do a brilliant 
job of coordinating the legislative 
activities of the business There is 
N.A.L.U. constant cooperation between L.I. 
A.A. and N.A.L.U. in this regard. 
L.I.A. has a sense of fairness that 
transcends ordinary standards and 
has gained the business a public 
acceptance of proper balance be- 
tween the interests of policyholders 
and life representatives. Of equal 
importance is the respect L.I.A.A. 
has commanded from even those 
few legislators who may have lost 
sight of the concept of personal 
initiative that has made America 


“T hope none of you overlooked 
the fact that at the midyear meet- 
ing of L.I.A.A., one full session 
was devoted to agency matters,” 
Mr. Anderson recalled. “If this is 
a straw in the wind’ let’s have more 


Referring to American Life Con- 
vention, “so efficiently run by R. L. 
Hogg, R. H. Kastner, A. N. Guer- 


is being masterfully handled by 
Holgar Johnson and his associates 
through the Institute of Life Ip. 
surance. “That takes nothing away 
‘from anybody else or any othe 
organization,” he said, pointing oyt 
‘that the main purpose of settin 
up the Institute was to build good 
public relations with the whole ip. 
dustry playing a supporting role, 

“In naming the next two organi. 
zations, I am getting even closer to 
my point of the day,” Mr. Ander. 


son said. “Both of them are even | 


more directly and specifically con. 
cerned with you and me as life in. 
surance salesmen. 

“Just as the name of Marshall 
Holcombe was for so many years 
linked with the name Life Insyr. 
ance Sales Research Bureau’ so to- 
day is the name of Charles Zimmer. 
man linked inevitably with L.A, 
M.A.—this, in spite of the fact that 
he has distinguished himself in 
every phase of life insurance opera 
tion. It would be fair to say that 
everything L.I.A.M.A. does helps 
the agent. It helps him to increase 
his prestige; it helps him to make 
to make his work more effective.” 

The very existence of L.I.A.M.A. 
is perhaps the greatest proof of all 
of the continuing interest which the 
home offices have in building up the 
respect for, and prestige of, the 
agent, Mr. Anderson commented. 
He suggested that it might be 
worth the agent’s while to become 
more familiar with the aims and 


purposes of these four organiza- | 


tions. 


DESCRIBES N.A.L.U. 








Turning to N.A.L.U., “an organi- 
zation of, by, and for, the field peo- 
ple of life insurance,” Mr. Ander- 
son asserted that over the years it 


has had many brilliant officers— | 


both honorary and paid. “It is the 
so-called ‘paid’ executives of the 
various associations that I have re- 
ferred to today’” he said, “but none 
of us overlooks the fact that each 
year a president and directors are 
elected for each who give unstint- 
ingly of their brains, time and en- 
ergy. They have made a real con- 
tribution to the success of our 








i a 4 ae 


convention hotel at Atlantic City: Mr. an 
Mrs. George H. Snedeker of Consolidated 
Reporting Co. of New York City. Mr. 
Snedecker has been the official convention 
reporter for every N.A.L.U. meeting start: 
ing with 1928, with the exception of three 
years. 


Photographed in front of the N.A.L.U. | 
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restige-building organizations, and 
none of these organizations has had 
a more illustrious group of hon- 
orary officers including your own 
incumbent, Charles Cleeton, than 
has the N.A.L.U. It likewise has a 
list of truly outstanding life insur- 
ance men, as resident-executive-in- 
rge. 

othe managing director, B. N. 
Woodson, brought to N.A.L.U. a 
jam-packed lifetime of life insurance 
experience, the speaker averred. 
He has been both home office man 
and field agent, he was exposed 
for years to the best composite of 
brains in the business through his 
Sales Research connections, his 
understanding of the field man’s 
problems is unparalleled in the 
business; and now, teaming him up 
with M. L. Hoffman and W. E. 
Jones results in an unbeatable com- 
bination. The entire headquarters 
staff deserves commendation. 

Two of the many N.A.L.U. ac- 
complishments, the founding of the 
American College of Life Under- 
writers which confers the C.L.U. 
designation and the leadership in 
the founding of the Life Under- 
writers Training Council, will stand 
as monuments to the foresight and 
initiative of the organization, Mr. 
Anderson predicted. And, he added, 
this takes nothing away from 
A.L.C., L.I.A.M.A, and L.I.A.A. 
which furnished the very much 
needed moral and financial support. 


Reviews Education 


Mr. Anderson observed that the 
trend in life insurance education 
has really become a trend in gen- 
eral economic and business educa- 
tion, and is but a part of the over- 
all trend in all forms of adult edu- 
cation which has seen phenomenal 
growth in the last decade. The 
agent who is ambitious to broaden 
himself has ample opportunity to 
do so. Available to him are such 
eduactional facilites as company 
and/or agency training courses, 
sales seminars, underwriters’ meet- 
ings, institutional training courses, 
and printed services, evening 
courses in business colleges and 
Universities, the L.U.T.C. and the 
C.L.U, programs. 

“The only possible way for the 
field forces and company manage- 
ment to work in perfect harmony is 
to understand each other, and the 
only way they can understand each 
other is to know what’s cooking,” 
Mr. Anderson said. “Let’s keep up 
the line of communications between 
N.A.L.U. and company manage- 








An outstanding anectedotist and his wife: 
Mr. and Mrs. A. Jack Nussbaum of Milwau- 

ee. Mr. Nussbaum, an agent of Massa- 
chusetts Mutual, is a trustee of N.A.L.U. 


ment. Let’s wash our own dirty 
linen within the confines of N.A. 
L.U. and not bare our souls to the 
vultures who so eagerly lie in wait 
for the opportunity to devour our 
carcasses. There are people who 
make a business of thriving on dis- 
content, and they have an enor- 
mous capacity for multiplying sim- 
ple disagreements into downright 
catastrophes. It’s the guy who has 
been in our business only ten min- 
utes who thinks he knows the most 
about what’s wrong with it.” 


Sees Bright Future 


It must be obvious, the speaker 
remarked, that all this prestige- 
building for our business is at least 
one of the very important reasons 
for the fact that the business has 
doubled in the past 10 years. “The 
future of the individual has always 
been and shall continue to be un- 
certain,” he continued. ‘That's 
why we're in this business. How- 
ever, I don’t believe that’s true of 


our country and, therefore, of our 
business. The climate for life in- 
surance is just bound to be right 
for life insurance sales in the imme- 
diate years ahead to stagger the 
imagination of some of us who have 
been around for a while. The times 
are far richer in opportunity than 
most we have ever known. Recent 
research shows that people today 
are more intelligent, and have more 
knowledge and more resources of 
all kinds. Your business and mine 
has only scratched the surface of 
the possibilities that lie ahead for 
successful, intelligent, hard-hitting, 
well-trained sales forces.” 

Ideas can become as obsolete as 
old-type policies, the speaker went 
on. It’s just as important to keep 
selling ideas up-to-date as policies. 
Do more creative selling, replace 
high pressure with persuasion and 
carry on the business with courage, 
imagination, and the love of adven- 
ture. 


“You and I have a decided re- 
sponsibility in connection with 
those who seek our advice,” Mr. 
Anderson said. “If we are to give 
advice, we must be certain that it 
is both sound and correct. Policy- 
holders do not meet -the directors, 
home office officials or agency 
heads. They know only the agent. 
He is at once, therefore, not only 
his company, but, in a_ broader 
sense, the institution of life insur- 
ance itself.” 


Emphasizes Enthusiasm 


Many qualities contribute to 
above-average accomplishment, the 
speaker said, but it is enthusiasm 
that opens the door to success. 
“Without it,” he said, “you are in- 
clined to quit at the halfway mark. 
It generates immeasurable powers. 
It begets boldness and courage; 
kindles confidence; overcomes 
doubts. It creates endless energy, 
the source of all accomplishment.” 
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James W. Rand 

Mitchell T. Curtis, C.L.U. 
Robert D. Haney 

James C. Van Story, Jr. Leslie H. Patton 
John D., Marsh, C.L.U. 
Eugene F. Roesser, C.L.U. 
James C. J. Ballagh 
Charles K. Reid, II, C.L.U. 
T. E. Spencer, C.L.U. 
William J. Mackenzie, Jr. 
Menard Doswell, III 


Estate Planning Service 


122 Marsh Building 





TO ALL NALU DELEGATES 


Greetings 
CO 
J. D. Marsh & Associates 


Business Continuation Plans 


WASHINGTON, D. C. 


Russell W. Klise, C.L.U, 
Wilson P. Graham, C.L.U. 
Robert P. Gatewood 


Robert D. Coffman 

Roy H. Woodside, C.L.U. 
Lawrence A. Oosterhous 
Col. Daniel I. Moler, Ret. 
Harvey H. Hamilton 
Robert J. Klingenberger 
David H. Gauntlett 


Employee Benefit Plans 


Executive 7343 
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David O. McKay, President 
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TO ALL AMERICANS 


Life Insurance offers freedom to a people 


who believe in freedom. 


To the breadwinner, freedom from 
worry ... To the widow and her chil- 
dren, freedom from want... To the 
aged, freedom from dependency .. . 
And to all Americans, it offers se- 
curity without sacrificing individual 
liberty and freedom. 


Yours is an important message! 





$275,000,000 insurance in force" 
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Salt Lake City, Utah 
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NOTABLE PROGRESS MADE 
New Conference of 
General Agents and 


Managers Reports 


The General Agents & Man- 
agers Conference of N.A.L.U., 
which is now concluding its first 
year, has carried out its original 
objectives and substantial progress 
has been made, Charles W. Camp- 
bell, Prudential, Newark, its chair- 
man, said in his report. Even 
though there are about 8,500 gen- 
eral agents and managers who are 
members of N.A.L.U., it was diffi- 
cult to estimate how many of them 
would meet the eligibility require- 
ments of the conference. It was 
considered that it would be doing 
a good job if it obtained 3,000 
members in the first year, but be- 
fore the mid-year meeting at Chi- 
cago 3,500 had enrolled and as of 
Aug. 1 the total enrollment was 
4,055. There were 56 General 
Agents & Managers Assns. whose 
members joined 100%. 





Many Problems Initially 


The conference of course had 
many organizational and adminis- 
trative problems to meet at the 
start. It was recognized that if 
it was to be successful, its pur- 
pose must be clearly understood 
and the full cooperation of general 
agents and managers throughout 
the United States obtained. This 
was considered one of the primary 
objectives for the first year and 
some notable results have been ob- 
tained from promotional efforts 
along that line. 


Aid Local, State Associations 


While it was not possible for 
local managers associations to be- 
come the basic structure of the 
conference, as the membership re- 
quirements were not the same, it 
was regarded as especially impor- 
tant to establish a very close rela- 
tionship with such associations. 
The conference committee on ex- 
tension has aided in organizing 
13 new local associations, making 
the total 109, with several others 
in process of organization. There 
are now six state associations, the 


latest in Kansas. A greater yp), 
formity in local administratiy 
years is being sought. New bro 
chures on how to organize logy 
and state associations are being 
prepared. 

New model by-laws for logy 
and state associations have bee 
prepared. They suggest that qj 





—— 





The Colorado contingent included Frank 
P. O’Donnell, Union Central, Denver, pre. 
ident of the Colorado association and edito, 
of the Denver association; and Frank ] 
Devitt, Capitol Life, Denver, one of the 
nominating committee’s recommendation; 
for N.A.L.U. trustee. 





individuals be required to hold 
membership in N.A.L.U. and also 
in the General Agents & Managers 
Conference. 


Allow Orderly Development 


This procedure will allow field 
management to develop within the 
structure of, and as an_ integral 
part of, N.A.L.U. without giving 
it any greater voice in the parent 
organization than it formerly had. 
Thus, it will promote the educa- 
tion and development of field man- 
agement, which in turn should 
benefit the entire membership of 


N.A.L.U. because field manage-/ 


ment is responsible for the selec- 
tion, hiring, training, and supervi- 
sion of those who make up the 
major portion of the membership 
of N.A.L.U. 

Three associations — Birming- 
ham, Central California and San 
Francisco — have expressed keen 
interest in having round tables on 
agency management in the coming 
year and many other inquiries 


along that line have been received. 











LET’S FACE IT! 


YOU NEED GREATER 
PREMIUM INCOME TODAY! 


Pacific National Offers top commission 
policies that have the sales appeal to increase your 
income .. . Do your policies have sales appeal? 


Write Ken Cring Today about the sales opportunities 
and General Agency openings available with . . . 


PACIFIC NATIONAL LIFE ASSURANCE CO. 
411 East South Temple — Salt Lake City, Utah 
RAY H. PETERSON, Pres. — KENNETH W. CRING, V.P. & Supt. of Agencies 
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this year should be to back the 
By-Laws Change on “register and vote” plan. “We 
Pa ee don’t care who you vote for, just 
Jurisdictional as long as you vote.” 


Limits Proposed 


A change in N.A.L.U. by-laws 
to take care of disputes that have 
arisen between local associations 
in regard to territorial jurisdic- 
tion was recommended in the re- 
port of the committee on associa- 
tions, of which A. Jack Nussbaum, 
Massachusetts Mutual, Milwaukee, 
is chairman. 

The by-laws now provide that: 
“Associations may be established 
only in those communities that 
have a sufficient number of agents 
of legal reserve life insurance 
companies to insure proper stand- 
ards of personnel, and also to 
give promise of additional mem- 
bership to preserve the permanent 
stability of the association.” 


Prevent Forming Small Groups 


The committee says that clearly 
this provision is intended to dis- 
courage the formation of smali, 
sickly associations which detract 
rather than add to national pres- 
tige. Those residing in isolated 
communities can always join the 
nearest association as _ non-resi- 
dent members. A recent survey 
by national headquarters showed 
that at least 56 local associations 
have definite provisions in their 
by-laws for non-resident members 
and charge them a different rate 
of dues than those applying to 
resident members. 


Most in Large City Areas 


The disputes usually have 
arisen in the case of small com- 
munities surrounding large cities. 
A number of larger city associa- 
tions, notably in Boston, Pitts- 
burgh and San Francisco, have 
tried to solve the problem by creat- 
ing branch associations. The com- 
mittee made no recommendations 
on this subject, but held that the 
jurisdiction limit situation should 
be clarified. 

It therefore recommended that 
the by-laws be amended to require 
that territorial boundaries be fully 
and explicitly defined in the by- 
laws of each local association. 
Such phrases as “and environs” 
and “adjacent communities,” etc., 
should be avoided. It says the 
only satisfactory and clear-cut ter- 
ritorial definition is one which 
leaves no possibility of doubt, 
such as “corporate limits” or 
“county lines.” 


Arbitration Procedure Proposed 


_It is also proposed an arbitra- 
tion procedure for the settlement 
of existing disputes or those that 
may arise hereafter. 

_The committee commended very 
highly the new “wheelhorse” pro- 
gram. It reported that 43 leader- 
ship training schools were held in 
36 states, with excellent results. 
It endorsed the Memorial Build- 
ing Fund drive and upheld the 
idea that one of the main projects 





Both Membership 
Plaques to Miss. 


Excellent results in increasing 
membership were obtained through 
the creation of seven areas, with a 
vice-chairman in charge of each, 
Harry J. Syphus, Beneficial Life, 
Salt Lake City, reported as chair- 
man of the membership commit- 
tee. Parchment scrolls were to be 
presented at this meeting to the 
leaders in the various areas. 

Special plaques were presented 
to the overall winners nationally 
among both local and state asso- 
ciations. The local association 
leader was Meridian, Miss., which 
grew from 24 members last Dec. 
31 to 85 on June 30, thus making 
a score (on the basis of combined 
numerical and percentage increase) 
of 315.1. State honors likewise 
went to Mississippi, which grew 
from 232 members to 398 for a 
score of 237.5. A plaque also was 
awarded to John R. Humphries, 
vice-chairman in charge of the east 
central area, which was the only 
one to make its quota by increas- 
ing total membership from 6,603 
to 6,950 for a score of 159.3. 


Problems to Be Solved 


The committee listed certain 
problems that must be solved be- 
fore the membership will become 
as high and as stable in relation 
to the total number of life under- 
writers in our country as it should 
be: 

“(1) We must solve the problem 
of the low ratio of membership in 
the larger city associations; (2) 
we must constantly improve our 
lines of communications so that we 
can be assured of an informed 
membership; (3) we must work 
unceasingly to break down any 
barriers that remain between the 
so-called ordinary and industrial 
agents—we are all life underwrit- 
ers and, as such, rightfully belong 
in our professional organization 
where we can work jointly for the 
good of our business. 

“In a more practical sense, how- 
ever, we must remember that mem- 
bership, just like life insurance, has 
to be sold. This selling job must be 
done by people, and it must be done 
continuously, devotedly and whole- 
heartedly. To this end we believe 
that the state membership chair- 
men must be integrated even more 
strongly than they have been here- 
tofore into the national member- 
ship committee picture. Similarly, 
the local chairmen must feel them- 
selves a part of the national scene, 
and, by being recognized nation- 
ally, as bona fide members of the 
committee as a whole, understand 
that their contribution for the year 
is not to the growth of one local 
association alone but to the power 
and prestige of the life underwrit- 
ing profession as reflected in this 
national professional association.” 






in America! = 
*One reason why: timely tips! 
tips for sales today — backed by 
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ri Oe of the fastest growing 
p life insurance companies 

Our Field force receives up-to- 

the-minute news — with timely 

modern policies and underwriting practices 

that are “clicking” with clients. 


This free service is yours—ask to receive Postal Heralds . 


regularly. Write— Rov ALF 
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Vice President and Director of Agencies 


*< POSTAL LIFE INSURANCE COMPANY 
$11 FIFTH AVENUE, NEW YORK 











CONGRATULATIONS 
To The N. A. L. U. 


On Its Accomplishments of the Past Year. 


The Philadelphia Life extends warm greetings to 
all N.A.L.U. Conventioneers and points with pleasure 
to the achievements of the Association during the year 
just past. 
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Constitution Life Insurance 
Company 


now operating in 


OREGON 
NEVADA 
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INDIANA MICHIGAN MONTANA 
WYOMING OKLAHOMA 
TERRITORY OF HAWAII 


WASHINGTON 
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Featuring 
e LIFE INSURANCE 


and 


e@ DISABILITY INSURANCE 


Modern, streamlined policies with lots of 
sales appeal and most liberal agency con- 
tracts with non-forfeitable renewals. 
Please communicate with us if you are in- 
terested in making more money in the in- 
surance business. 





Write or See 


ROSS BOHANNON, President 








Constitution Life Insurance Company 
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FOUR ANSWERS ror 


THE AMBITIOUS LIFE UNDERWRITER 


¥ QUALITY COMPANY... 
Best's Highest Rating 


¥ QUALITY COMPENSATION ... 


Unusual General Agency Plan. . . 
Fine Retirement Plan. 


¥ QUALITY TRAINING... 


Home Office Schools . . . Refresher Training 
Schools . .. At Company Expense 


¥ QUALITY TERRITORIES ... 


Often Possible for the Ambitious Man 
Who Wants to Build a Quality Agency 


CENTRAL LIFE ASSURANCE COMPANY 


DES MOINES, IOWA 


1896 1952 


A Mutual Company 
"One of the Best" 





Realizing that I had nothing tg 
lose, and all to gain, I bluntly 
asked him “Why?” His reply was 
exactly this: “Many other agents 
I know well have called on me for 
years, and I have put them of 
value would it have to them? When I do buy, I feel I must buy 

The result was worth a total from one of them.” 
of $25,000 coupled with a buy and = You know there is nothing 9 
sell agreement. F challenging as business within 

All business men will answer reach, if you can only reach out 
these questions, “What do you and get it. 
want to happen to your business Next morning, I went right back 
if you die, or retire?” He'll tell to his office. I told him I had been 
you in volumes. doing some serious thinking over. 

Or, “Mr. Business man, can you night, and that I wanted to ask 
visualize dealing personally with him one or two more questions— 
the widow of an associate—or with jf he didn’t agree with me, then 
the second husband of the J’q give up. 
widow?” ‘ I repeated, “You have told me 

“If your business had to be sold many men have called on you, and 
this week, would it bring full yoy feel their calls have priority 
value? If your partner were taken Gyer my calls?” The answer, of 
away, might you not be forced to course, was “yes.” : 


sell it?” 
WHOM TO SELECT 


Get Prospect's 
Interest Thusly 


(CONTINUED FROM PAGE 27) 








Or ask, “Mr. Owner, how much 
would your business be worth 
without you? Would you be inter- " 
ested in a way to make it worth Then I have just one more ques. 
as much on the day after you die tion “Which man are you going 





as it is the day before?” to select? How can you pick 
one among them, without discrimi- 





nation?” 
He said if he had had the an- 
; swer to that, he’d have done some- 
A business man once told me, thing about his insurance long 
just in general conversation, that goo. 
he had invested in a venture with “Then tell me one more thing, 
a friend, who would actively man- pow many women underwriters 
age the business, and then added haye called on you?” 
that they had been able to borrow = “None,” was the reply. 
$150,000 on their personal credit. That was just what I wanted to 
I commented, more by luck than ,now, and I said, “There is your 
good management, “If your friend answer—you can take your busi- 
should die before this thing gets ness completely out of the realm of 
really launched and the business the men and give it to me. They 
fails, couldn’t you be called on to may be mad at me, but they won't 
pay the whole loan?” ., be mad at each other, and you can 
He looked startled, and said, save your face and have your in- 
“My goodness, I never thought of curance too.” 
that—why that would ruin me. His only comment was, “I guess 
Within a few days, policies for yoy’ye got something there,” and 
$100,000 on each life had been the sale was made. 
written. hh AES This proves there 
Now, this next situation isn’t some one thing you can say which 
one you'll run into every day, but 31] really click. 
if you ever do, you'll find the go- —_[n conclusion, may I say, there’s 
ing pretty rough. a stupid conception that simplicity 
is only for the dull; that simplicity 
does not appeal to the intelligent; 
This particular prospect and his that for the clever, all things must 
wife are having a fine fight over be clever! No greater fallacy ever 
divorce. He had told me many lost more sales for a_ striving 
times he had no need for life in- underwriter. The utterly unaf- 
surance, and didn’t want any more. fected, the sternly austere, the 
But after a lot of thought, I ap- completely simple question catches 
proached him with this idea— simultaneously all sorts of people 
“You know your wife can take —the few smart enough to appre- 
against the best and strongest will ciate the value of simplicity as 
that can be drawn—wouldn’t you well as the millions unable to 
be interested in property that she understand anything else. 
not only cannot touch, but prop- But do remember—c uriosity 
erty that will show a profit, and clicks—curiosity counts! Don’t let 
will do something for you?” it count you out! 
He bought retirement income at P P 
age 55, and discounted all $25,000 Mrs. Young Again Active | 
of premiums in advance. After a long absence from the life 
Now, I am going to tell you a insurance business, Mrs. Eleanor 
true experience and one which you Skillin Young of Chicago 1s back 
girls can use to advantage. It has in the business and is being wel- 
worked so well for me, so many comed by her many friends at the 
times, that I want to pass it on. N.A.L.U. convention. She was one 
I had called on this prospect for of the earliest women qualifiers for 
about a year, and even though he the Million Dollar Round Table, 
admitted he needed insurance, I winning membership in 1928, soon 
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A Tough Prospect 











could not get to first base. after the Round Table’s founding. 
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Davis Outlines L.U.T.C. Training 


(CONTINUED FROM PAGE 6) 








tion of the efforts of his fellow 
agents. a ; 

“In our classes, particularly in 
the discussions, many sales ideas 
are brought into the open. Stu- 
dents who come to us for training 
are a cross section of life under- 
writers throughout the country. 
Their shortcomings are, in the 
main, those of the majority of field 
men both new and experienced. 

“Perhaps the most common fault 
is their tendency to bring life in- 
surance too early into the discus- 
sion, forgetting that the prospect 
is not interested in life insurance 
as such, but only as a solution to 
a problem —a problem of which 
he is usually unaware or about 
which he is extremely vague. Be- 
cause of this we have introduced 
into the course a very simple but 
effective gadget which we call the 
selling cycle. In practice we first 
present the buying cycle, showing 
how people buy, and pass from 
that to the selling cycle. The latter 
is nothing but a circle divided into 
segments showing the proper step 
sequences. 

“The first segment is — help 
prospect recognize problem; the 
second — intensify desire to solve; 
the third — life insurance offered 
as best solution; and the last — 
help prospect buy now. At first 
glance it may appear simple and 
fundamental and not worth spend- 
ing time upon it. Actually I have 
found it most effective as a con- 
stant reminder to keep life insur- 
ance in its proper place. We spend 
better than a whole hour in pre- 
senting the selling cycle and then 
frequently refer to it whenever, in 
presentation, the student departs 
from the step sequence. The re- 
sult is that by the end of the 
course, he has made the procedure 
a sales habit and talks problem be- 
fore tackling solution.” 


PROBLEM ATTACK 


Mr. Davis noted that students 
have difficulty in pointing up a 
prospect’s problem enough to mo- 
tivate the prospect and to enable 
the agent to attack it. One effec- 
tive method offered in his classes 
uses the hypothetical approach to 
focus the prospect’s thinking. The 
approach also appeals to students. 
It is, in part, “Mr. Prospect, if 
you knew absolutely that your 
earned income would continue as 
long as you live, even though you 
live to be 100, and if you knew 
further that your earned income 
would be available to your family 
as long as they needed it, even if 
that were for 40 vears following 
your death, wouldn’t most of your 
financial worries about the future 
vanish? Then, Mr. Prospect, we 
can state the problem simply — 
isn’t it a matter of replacing, in 
whole or in part, that earned in- 
come?” 

“This can be used in the great 
majority of personal cases,” said 
Mr. Davis, “and leaves no doubt 








in the prospect’s mind as to the 
problem and its solution. 

“Perhaps the idea which has 
brought the greatest volume of 
business to our students is one 
which should be obvious but which 
is almost always overlooked. In 
programming a man’s life insur- 
ance, it is general practice to ar- 
range that all the predetermined 
needs for money at his death will 
be provided with sufficient cash 
values at retirement to meet his 
income requirements at that time. 
All too frequently we fail to realize 
that when he retires his life insur- 
ance as such ceased to exist al- 
though in the majority of cases 
there will still be a need for money 
at his death for estate or depend- 
ency purposes. We recommend 
that over and above the cash re- 
quirements at retirement there 
should be a block of paid-up insur- 
ance which will continue in force 
without his having to finance it 
out of his reduced income. Many 
of our students have reopened 
what had been considered com- 
pleted programs and sold substan- 
tial amounts of paid-up at 65 as 
continuing insurance. 

“Another simple idea which has 
proved fruitful, particularly among 
those who sell medium sized con- 
tracts, is to sell level amounts of 
premium in place of level amounts 
of insurance. For example, if the 
contemplated purchase calls for a 
premium of $82, we say, ‘Why don’t 
you, as most men are doing to- 
day, invest $100 a year? The 
majority of applicants will agree. 
If not we accept his $82 and order 
an alternate $100 which is usually 
placed. Production by this method 
alone can be increased by from 15 
to 30%. 

“We spend a great deal of time 
upon the importance of securing 
premiums with the application. 
Few of our students have formed 
this habit when they come to us, 
but a substantial number acquire 
it before the course is over. Sev- 
eral methods are presented for the 
student to use and we've found 
that the most effective is for the 
agent to casually mention to whom 
the check should be made out, and, 
if the applicant questions premium 
in advance to affirm that it is a 
customary procedure. Occasion- 
ally students find a rugged indi- 
vidualist, as we all have, but I can 
assure you that the check will be 
secured. !” 


BOOMS JUVENILE 


Mr. Davis told the group that 
he had found the juvenile market 
relatively unexplored by students 
in his classes. “Students do not 
realize its importance or its poten- 
tial and have not employed proper 
technique to make it productive. 
They look upon it as a small case 
market, which it need not be. They 
treat it as a plus instead of a basic 
subject for sale. Many of them 
















helps you cover 
the field better with 


General American presents a 
solid front with a complete line 
of insurance protection that 
equips any field man with strong 
support for any objective. 


ORDINARY LIFE... a broad range of 
policies that permit sound planning within 
favorable premium structures. 


ACCIDENT AND SICKNESS... dividend- 
paying policies of wide variety . . . tailored 
to the client's needs. 


GROUP INSURANCE... comprehensive 
plans that permit greater flexibility .. . 
ease of administration . . . customer satis- 
faction. 


With multiple lines General Ameri- 
can provides “more power to men 
in the field.” 


GENERAL AMERICAN LIFE 


A MUTUAL LEGAL RESERVE LIFE INSURANCE COMPANY 
ST. LOUIS, MISSOURI 

















AREER underwriters have found that 
Indianapolis Life is the spot where 
they can really build successfully. For 
here is a company offering all the elements 
that go to make for a happy, profitable 
relationship . . . thorough training courses 
+ - - programming schools . . . tax and 
business seminars . . . aggressive mer- 
chandising materials . . . complete line of 
quality, modern, liberal, low-cost policies 
from birth to age 65 . . . life-time service 
fees and a pension plan that assures se- 
curity ... anda cooperative, friendly, 
home office that makes selling a pleasure. 


NDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 





AGENCY OPPORTUNITIES IN Illinois, Indiana, lowa, Ohio, Michigan, Minnesota, Texas 
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. . whose financial position is strong 
.. whose geographical market embraces a 
balance of metropolitan, town and rural 
areas 
. whose policy contracts include all funda- 
mental coverages... 


. whose contributions to its industry have 
been recognized as outstanding 
. . whose growth has been steady and uniform 
. whose size is sufficiently large to assure 
confidence and prestige 
. whose management, nevertheless, has 
never lost the common touch with agent 
and policyholder 
.. whose reputation as a friendly company 
‘has been consistently upheld 


. Fidelity is a well-balanced company 





The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 
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Salesman’s Ear” 
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Leads, leads, leads, leads 
Leads, leads, leads, leads 
Leads, leads, leads, leads 
Leads, leads, leads, leads 
Leads, leads, leads, leads. 


IF INTERESTED, WRITE TO 
{4 ewncficial 
STANDARD LIFE INSURANCE COMPANY 


HOME OFFICE: 756 S. SPRING ST. 
LOS ANGELES 14, CALIFORNIA 











have expressed the feeling that it 
would be unethical or unprofes- 
sional to attempt to place insur- 
ance on the child until the father 
has been adequately insured. That 
sounds fine, but we emphasize that 
the real purpose of ordinary juve- 
nile is to provide insurance which 
may not be available when it is 
really needed. Our sale to pros- 
pect junior, aged 2, is just as im- 
portant as a sale which might be 
made to him 20 years later. An 
effective presentation to a father 
who has a fairly substantial 
amount of life insurance which he 
considers an important part of his 
property runs as follows: 

““Mr. Prospect, it is not my 
purpose to suggest any addition to 
your own life insurance but to call 
your attention to certain benefits 
you derive from it which may have 
escaped your notice. Because you 
and I have been able to secure all 
the life insurance we needed, or 
at least all we felt we needed, we 
have perhaps taken many of its 
advantages for granted. In the 
course of my work I meet many 
men not so fortunate. I am think- 
ing of one of them. He has a good 
income, a wife and three daughters, 
but he has never been able to se- 
cure life insurance. Because of 
this he must lead a very different 
life from yours and mine. He is 
so afraid he will not live long 
enough to build a competence for 
his family that he does not own 
a car; he rarely goes away for a 
vacation; he seldom takes his wife 
out for dinner and a show. He 
squeezes dime upon dime and dol- 
lar upon dollar, putting everything 
he can into gilt edge securities. He 
tells me his family must think 
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From Pan-American Life: Kenneth D. 
Hamer, vice-president and agency director, 
and G. H. Sawyer, assistant superintendent 
of agencies. 








sometimes he’s the meanest man 
in New York and to tell you the 
truth he has developed a sour-puss 
expression. 

“*This made me think of your 
son John. It’s hard to picture him 
as a man but he’s going to be one 
day, with a man’s hopes and aspi- 





AGENCY DEPARTMENT 
LOS ANGELES 


Rapidly growing agency Mutual Company over 
100 years old with almost 3 billion in force has 
excellent openi for manag t training 
leading to General Agency appointment. Salary 
and overriding—Ages 25 to 35. Give qualifica- 
tions in personal production or supervisory ex- 
perience. Negotiations in confidence, if de- 
sired. Address N-23, The National Underwriter, 
175 W. Jackson Bivd., Chicago 4, Ill. 

















rations, a man’s obligations ang 
responsibilities. Among othe 
things he is going to want life jp. 
surance, and yet no one can gay 
today whether he will be able 
qualify for it or not. As a matte 
of fact you are the only person jp 
the world who can say definitely 
that he shall have life insurance 











David McCahan, newly elected pres. 
dent of the American College, and Cla. 
ence Wyatt, vice-president in charge of 
John Hancock’s group department, in the 
lobby of the headquarters hotel. 











because you can arrange for it to- 
day when we know that neither 
health nor occupation can bar him 
from securing it.’” 

Concluding with this presenta- 
tion of a juvenile case, Mr. Davis 
said that any father who has the 
money to finance it can hardly re- 
sist such a challenge as that. 





J. W. Smither Succeeds 
Spero As C.L.U. Chief 


(CONTINUED FROM PAGE 8) 


agency of the Union Central in } 


1930. The agency operates as 
James W. Smither and Son, an- 
other ‘brother, Charles G. Smither, 
being also a member. The senior 
Mr. Smither retired from the part- 
nership in 1949, and the sons now 
operate under the partnership 
name. 


Regional Leaders Shown 


Advanced to regional vice-presi- 


| dents after serving as directors are 


Harry Krueger, general agent, 
Northwestern Mutual, New York; 
Eugene C. Devol, associate general 
agent, National Life of Vermont, 
Philadelphia ; Loren D. Stark, inde- 
pendent, Houston; Fitzhugh Tray- 
lor, manager, Equitable Society, 
Indianapolis; and William G. Pres- 
ton, manager, Northwestern Na- 
tional Life, Great Falls, Mont. 
Holdover directors are Ernest A. 
Perkins, general agent, Provident 
Mutual, Albany, N. Y.; Richard W. 
Angert, general agent, Lincoln Na- 
tional Life, Cincinnati; Harry R. 
Schultz, Mutual Life, Chicago, and 
George N. Quigley, Jr., manager, 
Manufacturers Life, Los Angeles. 


HERMAN A. ZISCHKE 
Organization 
CONSULTANTS ON 
Employee Benefit Plans - Pension - 
Profit Sharing 


SAN FRANCISCO CHICAGO 
111 Sutter Bldg. 1 No. La Salle St. 
Yukon 6-6568 Financial 6-1370 
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Cleeton Pushes Building Fund 


(CONTINUED FROM PAGE 26) 





der pressure on the third attempt 
of the national council. This 
change, he pointed out, shifted 
approximately $5,000 from the 
pocket-books of the board to the 
budget of N.A.L.U. 


To Go in Red in 1952-53 


“The budget committee, when 
presenting the budget for 1952-53, 
expressed its concern at the neces- 
sity for submitting an unbalanced 
budget but recorded the fact that 
the membership of N.A.L.U. must 
choose between decreasing the 
services and activities the member- 
ship presently expect from N.A. 
LU. or alternately increasing the 
dues. I hope that in due time this 
association will be realistic and 
adjust the dues so that N.A.L.U. 
cannot only be financially solvent 
but can continue to expand its 
services to you. This association 
is too big and too important to 
haggle over pennies.” 

Mr. Cleeton said that manage- 
ment engineering work at head- 
quarters to increase the over-all 
efficiency of operations has been 
“done to the very best of our abil- 
ity” but still more can be accom- 
plished when the association is in 











0. Sam Cummings, Kansas City Life, 
Dallas, a past president of N.A.L.U. with 
his son, William O. Cummings, who is 
Julian Price lecturer on insurance at Uni- 
versity of North Carolina. 


: 








a financial position to purchase 
standard business equipment. For 
example, the addressograph equip- 
ment is completely obsolete and 
should be replaced with automatic 
modern equipment. This would 
not only save money but would 
vastly increase the efficiency of 
the entire membership operations. 

“Your executive committee spent 
several hours on this study last 
December when our present equip- 
ment broke down completely but 
we finally decided to forego the 
purchase of new equipment simply 
because we did not have sufficient 
funds,” he said. 

Discussing the improvements in 
Life .Association news, Mr. Clee- 
ton stressed the earlier mailing 
dates and said that it is sincerely 
hoped that by the end of the year 
the publication will be on mem- 
ber’s desks at the very beginning 
of the month. He praised the work 


of James M. Partridge and Wilfrid 


E. Jones, editor and business man- 
ager, respectively. 

Mr. Cleeton said the Wheel- 
horse News Letter, introduced last 
October, has proved profitable and 
helpful. He urged wider dis- 
semination of its contents among 
members in general, saying that 
many associations around the 
country are using part of the ma- 
terial in it in their own publica- 
tions for their members. Other 
associations, he said, follow the 
practice of allowing a few minutes 
at each meeting for the national 
committeeman to outline objec- 
tives and accomplishments of 
N.A.L.U. to the membership. 

Speaking out plainly on the fact 
thate“certain associations feel they 
are largely or completely autono- 
mous,” Mr. Cleeton said that, “we 
have in N.A.L.U. a real problem 
on this score. Our very structure 
creates part of the problem.” 

“Think of a life insurance com- 
pany with 583 general agencies in 
which the vice-president in charge 
of production (who corresponds to 
the N.A.L.U. president) is re- 
placed each year, where each gen- 
eral agency has a new general 
agent (the local president) each 
year, where each regional super- 
visor (comparable to the state 
president) is changed each year; 
and where each agency cashier 
(who compares with our national 
committeeman) is changed every 
three years. Under such a set-up 
you can see where the name of 
such a company might well be 
called the ‘Shifting Sands Life Co.’ 
and now let us add to the confu- 
sion by asking everyone to work 
for nothing and the name could 
probably well be changed to the 
‘Defunct Life’.” 

Mr. Cleeton said that ordinarily 
N.A.L.U. has been able to over- 
come these handicaps but “occa- 
sionally we acquire rugged indi- 
vidualists at the head of local asso- 
ciations who just don’t happen to 
like what N.A.L.U.’s official fam- 
ily is doing, what its board and 
council are doing and who decide 
what their association will either 
do the opposite or do nothing at 
all.” 

This lack of cooperation, Mr. 
Cleeton emphasized, will never 
make for a strong N.A.L.U. 
Stressing the representative char- 
acter of N.A.L.U.’s organization, 
he said that when a decision is 
reached by the members’ elected 
representatives and in their judg- 
ment it is good for N.A.L.U. and 
therefore good for every local asso- 
ciation of N.A.L.U., then every 
association, its officers, its board 
and its members, should back that 
decision to the limit of their abil- 
ity. By contrast, if each associa- 
tion, often without the facts, is to 
act independently and in opposi- 
tion to a stated policy of the Na- 
tional board of trustees and the 


National Council “then you have 
a disjointed and impotent associa- 
tion.” 

“You leaders,’ he said, “can 
correct this situation easily by 


with officer and board members of 
locals in your state. I sincerely 
hope you will do everything possi- 
ble and soon to repair our lines 
of communications and to impress 


on each association that they are 
an important part of a team and 
not an individual performer.” 


giving proper attention to it at 
your leadership training confer- 
ences and by proper discussion 





Mrs. Lillian Joseph, 
Home Life of New 
York, New York 
City, hospitality 
chairman of the 
women’s group; 
Linda Grothman, 
New York Life, Chi- 
cago, and Lillian § 


Mottier, Franklin 
Life, Rockford, Ill. 
a 











We need 

Life Insurance 
General Agents— 
NOW! 


We have hundreds of policyowners already in various 
Midwest territories, which makes it necessary 

to open additional offices immediately. 

Are you ready to join a fine old company? 

Are you getting the compensation you deserve for 
your ability and energy? 

If you have written a good volume of life 
insurance during the past two years, we want 

to visit with you. We recognize and pay for ability. 
This opening is your opportunity to earn 


$7,500 per year! 
$10,000 per year! 
$15,000 per year or more! 


Here are the qualifications for this position as our 
General Agent: 
* Our man must be a hard worker 
* He must be enthusiastic 
* He must be able to hire, train and inspire others 
* He must be hetween the ages of 30 and 50 
* He must be co-operative, sincere and honest 
* He must want to make money! 
Write NOW telling us how you meet these qualifi- 


cations. This may well be the big break you heve 
been waiting for! 


ie 4 Farmers & Bankers Life 


INSURANCE COMPANY ¢ HOME OFFICE, WICHITA, KANSAS 
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The Country’s Most Friendly Company 
OFFERS... 


@ Modern and attractive agent's and general agent's 
contracts to those looking for a permanent connection. 


@ Complete line of Life Insurance policy contracts from 
birth to age 65 with full death benefit from age 0 on 
juvenile policy contracts. 


@ Complete line of Accident and Health policy contracts 
with lifetime benefits. 


@ Individual Family Hospitalization contracts with surgi- 
cal, medical and nurse benefits. 


@ Complete substandard facilities. - 
@ Educational program for field man. 


Strong, Progressive Company 
Older than 85% of all legal reserve life 
insurance companies 
COMPANY'S EXPANSION PROGRAM OFFERS 
Openings in California, Florida, Illinois, Indiana, Kansas, Michigan, 
Minnesota, Missouri, Nebraska, New Jersey, North Dakota, Ohio and 
Wisconsin. 


NORTH AMERICAN LIFE INSURANCE COMPANY 
OF CHICAGO 


C. G. ASHBROOK, EXECUTIVE VICE PRESIDENT — DIRECTOR OF AGENCIES 
NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 
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services aS a managing director,” 
he declared. 

Mr. Cleeton said that besides the 
technical qualifications of an actu- 
ary there is the advantage of hav- 
ing his objective thinking. For 
example, in the meetings of the 
board, it is invaluable to have an 
actuary to counsel on long-range 
thinking of the board. Mr. Cleeton 
said this is one of the very definite 
reasons why N.A.L.U. should have 
an actuary. 

This type of actuary, he said, 
would have to be paid at least $12,- 
000 a year and with a secretary 
and office space total outlay would 
be in the neighborhood of $16,000. 


Need Washington Office 


Mr. Cleeton said N.A.L.U. has 
reached the point where if it does 
not open a Washington office and 
engage a high class attorney to 
watch legislative matters affecting 
N.A.L.U. in washington, “we are 
making a very grievous error. 

“We have been riding on the 
coattails, if you please, of a man 
who is in this room and I want.to 
pay a great compliment to him,” 
he said, referring to Eugene M. 
Thoré, general counsel of Life In- 
surance Assn. of America. He 
asked Mr. Thoré to take a bow. 

“Mr. Thoré,” said Mr. Cleeton, 
“is a grand friend to this organi- 
zation. But remember this, lie is 
paid by the companies, and there’ 
may come a time when the ideals 
or the aspirations of this organi- 
zation and those of the companies 
might differ and I wouldn’t think 
half so much of Gene Thoré if he 
didn’t smile and say, ‘Gentlemen, 
you'll have to paddle your own 
canoe.’ That is what he should say. 

“T don’t believe we'll find any- 
one with Gene’s stature but I be- 
lieve if we did put a man down 


there, Gene would take him by the © 


hand and get him started on the 
work for us in Washington.” 


Pending Measures Cited 


As to why N.A.L.U. needs a 
Washington representative, Clee- 
ton mentioned N.S.L.I., social se- 
curity, the Kilday bill and the 
Reed-Keogh bill. He said the lat- 
ter might make a tremendous dif- 
ference to the conduct of the life 
insurance business if it passes. It 


might pass, anyway, even with q 
man of the stature of Mr. Thor 
on the job, but, he said, “it is oy 
obligation to make a fight” agains, 
bills like this. 

Mr, Cleeton emphasized the val. 
ue of having someone who would 
make his home in Washington ang 
would become acquainted with 
people of the government and Con. 
gress, 

If N.A.L.U. puts a man in Wash. 
ington, the kind who should be 
engaged should be started at not 
less than $15,000 a year. Besides 
that he would need secretarial help 
and office space, bringing the total 
to about $22,000 a year. 

Mr. Cleeton called attention to 
the fact that there is a pension 
situation in the association that 
will cost money in future years al. 
though not large in the next few 
years. He said that $5,000 to $600 
should be considered as the add 











On their way to a stroll on the board. 
walk: Fitzhugh Traylor, Equitable Society, 
Indianapolis; and Robert C. Gilmore, Jr. 
Mutual Benefit Life, Bridgeport, Conn, 
N.A.L.U. trustee and unopposed candidate 
for secretary. 





tion that should be made to the 
pension plan. 

Mr. Cleeton emphasized that the 
alternatives are either to contract 
or become a great militant organi- 
zation “that makes us better citi- 


zens and leaves us in a better po- > 


sition as life insurance men.” 
“It is my honest belief that if 
we put a man in Washington to 
watch out for our interests, it will 
not make one agent in the United 
States a nickel more money in 
1953 but it might save him his 
franchise in 1955 or 1956 or 1957,” 
and that is the responsibility of 





Manuel Camps, 
Jr., general agent of 
John Hancock, at 
New York City, Wil- 
liam A. Arnold, II, 
John Hancock, New 
York City, and Vin- 
cent B. Coffin, senior 
vice - president of 
Connecticut Mutual, 
snapped at the head- 
quarters hotel in At- 
lantic City. 
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looking ahead that you give to our 
board, he declared. 

Mr, Cleeton cited the views of 
N. H. Seefurth. Northwestern Mu- 
tual, Chicago, chairman of the fed- 
eral law and legislation committee. 

“J asked him yesterday at the 
board meeting to give us his own 
idea whether we need competent 
personal representation at Wash- 
ington,” said Mr. Cleeton. “His 
answer unequivocally was that it 
should be the first order of busi- 
ness for this organization to have 
representation to protect its inter- 
ests in Washington.” 

Mr. Seefurth, asked by Mr. Clee- 

ton for comment, said a large part 
of the federal law and legislation 
committee’s work centers in Wash- 
ington; that while the N.A.L.U. 
has a good friend in Mr. Thoré 
and he is a tremendous help, never- 
theless N.A.L.U. should not rely 
on him indefinitely. 


Selling Dues Increase 


Ed Wood, president of the Cali- 
fornia state association, said there 
is an additional link that must be 
supplied in selling the dues in- 
crease to the membership. One 
question, he said, that has been 
asked by members is the probable 
effect on N.A.L.U. operating ex- 
pense of the proposed headquarters 
building. Mr. Cleeton said that ac- 
cording to an engineer N.A.L.U. 
engaged, the estimate is that the 
cost would be $15,000 a year as 
compared with $22,000 for the rent 
in the present headquarters. 

Frank H. Devitt, Capitol Life, 
Denver, suggested that dues be 
geared to the agent’s production. 
He said the low-production agent 
has a hard time making ends meet 
and would find the $2 a year in- 
crease a burden. 

Charles Petillon, North Ameri- 
can Life & Casualty, Minneapolis, 
said that compared with what it 
costs to be a barber or a plumber, 
“we're a pretty cheap lot.” A bar- 
ber pays $2 a month, he observed. 
There was a round of applause, 
following Mr. Petillon’s remarks. 


Might Hike LUTC Tuition 


However, B. Carl Wharton, Har- 
risburg, said that the national 
council is a select group and that 
if the question had been put to the 
55,000 members before the meet- 
ing, probably about 50,000 of them 


would have voted against a dues 
increase. He suggested as one rem- 
edy that some of the services be 
put on a profitable basis. For ex- 
ample, he said L.U.T.C. tuition 
might be raised another $5. He 
suggested also that an effort be 
made to increase the profitability 
of Life Association News instead 
of putting another $10,000 into it 
as suggested by President Cleeton. 

Like Mr. Devitt, he suggested 
a sliding scale basis of dues but 
on a voluntary basis. The Penn- 
sylvania association has a volun- 
tary sustaining membership classi- 














Among the New York City contingent: 
Mrs. Jack Manning; Jack Manning, execu- 
tive manager of the New York City asso- 
ciation; and Miss Victoria Duley, office 
manager of the New York City association. 








fication that has proved very suc- 
cessful, he said. 

Mr. Cleeton, however, pointed 
out that L.U.T.C. is not controlled 
by N.A.L.U. and N.A.L.U. has no 
part of L.U.T.C.’s income or dis- 
bursements. 

Mr. Cleeton wound up the morn- 
ing session by saying that he 
would be glad to have questions 
asked later by anyone who had 
questions about the association 
budget. 


Past Presidents Sit In 


There are many past presidents 
on hand for the N.A.L.U. conven- 
tion but four of them arrived early 
enough to sit in on the trustees 
meeting Saturday: J. Stanley Ed- 
wards, Aetna Life, Denver; H. A. 
Hedges, Equitable of Iowa, Kansas 
City; William H. Andrews, Jeffer- 
son Standard, Greensboro, N. C., 
and Jul B. Baumann, Houston. 
These were in addition to John D. 
Moynahan: Metropolitan Life, Chi- 
cago, immediate past president, 
who is officially a member of the 
board. 





Carl Spero, inde- 
pendent, New York 
City, the outgoing 
president of the 
American Society of 
C.L.U., has Mrs. 
Spero and their son, 
Michael, with him at 
Atlantic City. 
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College hour, reviewed its founding 
25 years ago, paid tribute to the 
men who were primarily respon- 
sible for it, and outlined the results 
obtained under the C.L.U. program. 

That the life agent is best suited 
to resell policyholders on the idea 
of the American free enterprise sys- 
tem was pointed to by Laurence F. 
Lee, president of Peninsular Life 
and Occidental Life of North Caro- 
lina, and president of the United 
States Chamber of Commerce, in 
his talk at the American College 
hour, He warned that government 
may invade the field of other indus- 
tries as it has the electric power 
business. 

By the time the first general 
convention session got started 
Wednesday, many members had 
been on hand for the better part 


of a week. The trustees started 
their deliberations Saturday morn- 
ing and with a break for lunch 
continued through until nearly 8 

m. 

Saturday’s activities also includ- 
ed a meeting of the American So- 
ciety of C.L.U. directors. 

Sunday was a breathing spell 
for the trustees, for they had 
cleaned up their agenda on Satur- 
day. The only formal activity 
Sunday was the meeting of the 
directors of the general agents 
and managers conference. 


Committees Meet Monday 


The delegates’ labors really be- 
gan on a large scale Monday morn- 
ing with committee meetings go- 
ing on pretty much all day. The 
trustees met again at 4 p.m. to get 





F. GORDON BROWN 
J. H. BROWN 

R. R. BURTNER 

DALE CHRISTENSEN 
EDWARD W. CIMOCK 
LAWRENCE W. EARLE 
LARRY F. ELDER 

D. PAUL FANSLER 
OWEN L. FOLLOWELL 
EARL F. GOODRICH 
MARC F. GOODRICH 
CLIFFORD KNOWLER 
HOWARD KOEPKE 
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1952 NATIONAL QUALITY AWARD 


W. L. MOSGROVE 
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EQUITABLE LIFE & 
CASUALTY INSURANCE 
COMPANY 


404 SO. WEST TEMPLE SALT LAKE CITY 


Dr. R. E. ROSS, President 
J. P. ALLEIN, Vice-President 
RAYMOND R. ROSS, Director of Agencies 


Attractive Contracts for 
General Agents and Agents 


UTAH — COLORADO 
WYOMING — IDAHO 
NEVADA and ARIZONA 




















FITTING THE NEED 


Hospital policy (individual or 
family) paying 120 days for any 
one disability. 


The needs of clients, and their abil- 
ity to pay premiums, are the deter- 
mining factors in recommending 
personal protection programs. The 
ability of our agents to offer just 
what is needed is based on the fact 
that we have an unusually varied 
line of personal protection contracts. 


A-H policy paying 10 years for 
total disability, first year full 
benefits regardless of confinement. 


Special Accident policy paying 
monthly income, and in addition, 
reimbursement for medical ex- 
pense up to $1,500. 


Vision Impairment Annuity pay- 
ing monthly income for life for 
90% loss of vision. (Exclusive) 


Non-medical apps. considered on 
adult males to age 35, up to $7,500. 


Full information will be given to 
qualified persons who are at liberty 
to inquire. 


Washington National writes all mod- 
ern forms of life insurance and 
accident and health, and in addition, 
a number of special coverages, 
among which are: 


Non-can. hospital. 
Non-can. disability paying full 


benefits regardless of house con- 
finement. 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


EVANSTON, ILLINOIS 


H. R. KENDALL, Chairman R. J. WETTERLUND, President 
G. P. KENDALL, Secretary 








by Dr. Alexander Mackie, presi- 
dent of Presbyterian Ministers 
Fund of Philadelphia, with a wel- 
come to New Jersey by Justin 
Warbasse, Equitable Society, 
Plainfield, president of the New 
Jersey association, and Bertram S. 
Balch, Philadelphia Life, Atlantic 
City, president of the Atlantic 
county Association. There followed 
a brief message of greeting from 
Managing Director Benjamin N. 
Woodson, and the introduction of 
special guests. President Charles 
E. Cleeton, made a brief talk. 

Other Monday meetings includ- 
ed the American Society of C.L.U. 
directors and the business meet- 
ings of the Women’s Quarter 
Million Dollar Round Table, at 
which Mary La Bella, Manhattan 
Life, Los Angeles, was elected 
chairman. 

The meeting went into a still 
more expanded phase Tuesday 
with the opening of the national 
council at 9:30 a.m., with President 
Charles E. Cleeton presiding. 

This was also the day of the 
N.A.L.U.-L.U.T.C. luncheon, now 
bearing the telescoped designation 
“N.A.L.U.T.C.” However, the 
shrunken appellation was not sym- 
bolic, as this is a popular feature 
that gets bigger every year. 

B. N. Woodson, N.A.L.U. man- 
aging director, presided, assisted 
by A. Jack Nussbaum, Massachu- 
setts Mutual, Milwaukee, chair- 
man of the N.A.L.U. committee on 
associations, and Orville C. Beal, 
vice-president of Prudential and 
president of Life Underwriters 
Training Council. 

Speakers, whose talks are re- 
ported elsewhere, were Herbert M. 
Holcomb, agent of United Fidelity 
Life at Dallas, who talked on the 
pleasure he has had from partici- 
pating in life underwriter associa- 
tion activities,and Hubert E. Davis, 
vice-president of the C. B. Knight 
agency of Union Central, New 
York City, who discussed “Sales 
Slants from L.U.T.C.” 

Tuesday evening the sole events 
were the reception and dinner for 
the women’s Quarter Million Dol- 
lar Round Table, with Minna 
Hensley, Franklin Life, Salina, 
Kan., presiding as chairman. Della 
H. Black, State Mutual, Syracuse, 
talked on “Guided Gumption”. 
Laura M. Benham, Prudential, Ni- 
agar Falls, N. Y., discussed “Curi- 
osity Clicks” and then J. V. Whal- 
ey, vice-president of Franklin Life, 
tied the two subjects together un- 
der the heading “Guided Curiosity 
Makes Gumption Click”. 


Occidental Fetes 
President Cleeton 


Occidental of California was 
host at a reception and dinner 
honoring President Charles E. 
Cleeton of N. A. L. U., Occi- 





agency vice-president, and Sidp 
Dunning, assistant superintendent 
of agencies at Philadelphia. 

Purpose of the party was to wel. 
come N. A. L. U. officers, boarg 
members, and past presidents anq 
to express the company’s appreci. 
ation of the fine support given 
President Cleeton during his yea 
as N. A. L. U. chief. Mr. Brower 
welcomed the guests on behalf of 
the company and Mr. Cleeton re. 
sponded in a brief talk. 


Reed-Keogh Bill 
Amendments 
Are Projected 


Amendments that would make 
the Reed-Keogh bills unobjec. 
tionable from a life insurance 
standpoint were projected at the 
meeting of the federal law and 
legislation committee, headed by 
N. H. Seefurth, Northwestern Mu- 
tual, Chicago. 

The Reed- Keogh bills would 
give doctors, lawyers and other in- 
dependent groups the same tax 
advantages for pension plans or- 
ganized by self-employed persons 
as are enjoyed by employes cov- 
ered by plans approved under sec- 
tion 165 of the internal revenue 
code. 

The suggested amendments 
would effect the following change: 

1. Make it possible to use life 
insurance in the proposed pension 
plans. In their present forms the 
bills would permit annuities, but 
not life insurance, to be used. 

2. Permit utilization of individu- 
al trustees as well as banks. 

3. Permit existing life insurance 
and annuities to be used. The pres- 
ent bills would tend to make 
people drop their existing cover- 
age. 

4. Permit persons to join the 
plan even though already covered 
by an existing section 165-ap- 
proved plan. 

5. Permit trustees to have the 
power to invest in life insurance. 











A resident and a former resident of 
Washington discuss conditions in the na- 
tion’s capitol: Eugene M. Thoré, general 
counsel of Life Insurance Assn. of America, 
and Ralph E. Engelsman, general agent of 
Penn Mutual Life at New York City, who 
lived in Washington during the war when 
he was on “loan” to the Treasury. 




















Ist 
=5 — 


OS An. 





Horace 
annard, 
Sidney 
‘endent 


to wel. 

board 
its and 
Ppreci- 
_ given 
IS year 
3 rower 
half of 


‘On re- 





My Dad’s a 
Great-West Life man! 


Sure, he’s proud of his Dad. But he’s too young as yet 
to understand fully how his father, as a life under- 
writer, serves his friends and neighbors. As he grows 
older, he will come to know how people depend upon 
his father for advice and counsel in arranging their 
financial affairs. He will meet people who are enjoying 
a carefree retirement; he will see father-less families 
held together; at college he will have friends who have 
been assured an education: all because of life insurance. 
sh And he will know many people who have that wonder- 
ful feeling of security that comes with a well planned 
life insurance program. He’ll always be proud to say: 
“My Dad’s a Great-West Life man!” 
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